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1959 1958 Q% 
NET GENERATION* (Kwhrs in Thousands | 
By Fuel Burning Plants 48,586,063 40,342,517 +20.4 
By Water Power Plants 11,253,845 11,584,070 — 2.9 
Total Generation 59,839,908 51,926,587 +15.2 
ADD—Net Imports Over International Boundarie 402,302 187,582 +114.5 
Less—Company Use 5 168,827 53,83 + 9.7 
Less—Energy Used by Producer 1,627,543 1,226,951 | +32.6 
Net Energy for Distribution 58,445,840 50,733,387 | +15.2 
Lost and Unaccounted for 6,325,946 4,987,166 | +26.8 
Sales to Ultimate Customers 52,119,894 45,746,221 +13.9 
CLASSIFICATION OF SALES 
NUMBER OF CUSTOMERS — As of June 30th 
Residential or Domestic 48,282,311 47,143,754 + 2 
Rural (Distinct Rural Rates 1,652,804 1,645,453 + 0.4 


Commercial or Industrial: 
Small Light and Power 
Large Light and Power 


6,355,806 
321,834 


6,267,973 
312,236 
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Other Customers 192,219 186,016 3 
Total Ultimate Customers 56,804,974 55,555,432 + 2:2 
KILOWATTHOUR SALES—During Month of June 
(Kwhrs in Thousands 
Residential or Domestic 13,008,445 12,061,382 | + 7.9 
Rural (Distinct Rural Rates). 1,190,174 1,020,927 | +16.6 
Commercial or Industrial: | 
Small Light and Power 9,432,859 8,419,317 | +12.0 
Large Light and Power 26,550,362 22,439,327 | +18.3 
Street and Highway Lighting... 403,509 379,650 + 6.3 
Other Public Authorities 1,192,780 1,077,120 +10.7 
Railroads and Railways 282,303 291,243 | — 3.1 
Interdepartmental.... 59,462 S/,299 | + 3.9 
| ——— 
Total to Ultimate Customers 52,119,894 45,746,221 | +13.9 
| 
Revenue from Ultimate Customers (Thousands $867,189 $786,752 | +10.2 
RESIDENTIAL OR DOMESTIC SERVICE 
AVERAGE CUSTOMER DATA—for 12 months ended 
June 30, 1959 
Kilowatthours per Customer 3,450 3,290 | - 4.9 
Average Annual Bill $86.94 $83.24 + 4.4 
Revenue per Kilowatthour 2.52¢ 2.53¢ | - 0.4 
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1959 


NOVEMBER 


American Nuclear Society Winter Meeting, Sheraton 
Park Hotel, Washington, D. C. 


4- 6 New Jersey Utilities Association Annual Meeting, 
Seaview Country Club, Absecon, N. J. 

5- 6 EEI Commercial Cooking & Water Heating Commit- 
tee, Roger Smith Hotel, New York, N. Y 

5- 6 Pacific Coast Electrical Association, Hawaiian Con- 
ference, Princess Kaiulani Hotel, Honolulu, Hawaii. 

9-10 EEI Electric Space Heating & Air Conditioning Com- 
mittee, Atlanta, Ga. 

9-11 EEI Accident Prevention Committee, The Dennis Ho- 
tel, Atlantic City, N. J 

9-11 AEIC Annual Meeting, Boca Raton, Fla. 

9-183 NEMA Annual Convention, Hotel Traymore, At- 
lantic City, N. J 

12-13. EEI Accounting Division Executive Committee, The 
Greenbrier, White Sulphur Springs, W. Va. 

12-13 Electric Council of New England Third Annual Con- 
ference, Hotel Somerset, Boston, Mass. 

12-13 PEA Transmission & Distribution Committee Fall 
Meeting, Penn Alto Hotel, Altoona, Pa. 

16-17 Pacific Coast Electrical Association Administrative 
Services Conference, Rickey’s, Palo Alto, Calif. 

16-18 Southeastern Electric Exchange Sales Section, 
Roosevelt Hotel, New Orleans, La. 

17-19 Building Research Institute Fall Conferences, The 
Shoreham Hotel, Washington, D. C. 

18-20 6th Annual National Electric Farm Power Confer- 
ence, sponsored by the Inter-Industry Farm Elec- 
tric Utilization Council, Westward Ho Hotel, 
Phoenix, Ariz. 

19-20 AGA Managing Committee Meeting, Westward Ho 
Hotel, Phoenix, Ariz. 

23-24 EEI-AGA General Accourting Committees, Sheraton- 
Jefferson Hotel, St. Louis, Mo. 

29- 

Dec. 4 ASME Annual Meeting, Atlantic City, N. J. 

30- 

Dec. 1 EEI Commercial Lighting Committee, Washington, 
D.C. 

30- 

Dec. 2 EEI-AGA Electronics Seminar, St. Francis Hotel, 
San Francisco, Calif. 

DECEMBER 

2- 3 EEI Street & Highway Lighting Committee, Cleve- 
land, Ohio 

i- 8 EEI-AGA Depreciation Accounting Committees, In- 
ternal Auditing Committees, and Plant Accounting 
and Property Records Committees, Sheraton- 
Charles Hotel, New Orleans, La. 

8 PIP Steering Committee, Waldorf-Astoria, New 
York, N. ¥. 

8-10 AIEE-NEMA Second National Conference on Appli 


cation of Electrical Insulation, The 


Hotel, Washington, D. C. 


Shoreham 


10-11 


EEI Accounting Employee Relations Committee; 
EEI-AGA Accounting Division Customer Relations 


Committees, Customer Accounting Committees, 
Customer Collections Committees, and Methods 
and Procedures Committees (ADS), Roosevelt 
Hotel, New Orleans, La. 
1960 

JANUARY 

20-22 EEI-AGA Taxation Accounting Commitees, Shera- 
ton-Jefferson Hotel, St. Louis, Mo. 

21-22 EEI Transmission & Distribution Committee, Hotel 
Soreno, St. Petersburg, Fla. 

21-26 PEA Systems Operation Committee, Philadelphia, Pa. 

22 Oklahoma Utilities Association Accounting Section 


Meeting, Tulsa, Okla. 


FEBRUARY 


1- 3 EEI Prime Movers Committee, Sheraton-Cleveland 
Hotel, Cleveland, Ohio 

1- 4 Fourth National Industrial Electrification Heating 
Conference, Netherland Hilton Hotel, Cincinnati, 
Ohio 

1- 5 ASTM Committee Week, Hotel Sherman, Chicago, III. 

8- 9 Missouri Valley Electric Association Industrial & 
Commercial Sales Conference, President Hotel, 
Kansas City, Mo. 

15-16 EEI-AGA Accounting Conference Final Working 
Meeting, Sheraton-Cadillae Hotel, Detroit, Mich. 

15-16 EEI Electrical System & Equipment Committee, 
Bellevue-Stratford Hotel, Philadelphia, Pa. 

29- 


Business De- 
Hotel, Long 


Association 
Lafayette 


Mar. 1 Pacific Coast Electrical 
velopment Conference, 
Beach, Calif. 


MARCH 


21-23 Southeastern Electric Exchange Annual Conference, 
Boca Raton Hotel and Club, Boca Raton, Fla. 

23 Oklahoma Utilities Association Accounting Section 
Meeting, Biltmore Hotel, Oklahoma City, Okla. 


24-25 Oklahoma Utilities Association Convention, Biltmore 
Hotel, Oklahoma City, Okla. 

28-29 Pacific Coast Electrical Association Engineering and 
Operating Conference, San Francisco, Calif. 

APRIL 

3- 8 AIEE Engineers Joint Council Nuclear Congress, 
New York, N. Y. 

7- 8 Southeastern Electric Exchange Engineering & Op- 
eration Section Conference, Roosevelt Hotel, New 
Orleans, La. 

11-12 Pacific Coast Electrical Association Administrative 
Services Conference, Huntington-Sheraton Hotel, 
Pasadena, Calif. 

20-22 Missouri Valley Electric Association Engineering 
Conference, President Hotel, Kansas City, Mo. 

25-27 EEI-AGA National Conference of Electric & Gas 
Utility Accountants, Hotels Commodore and 
Roosevelt, New York, N. Y. 

27-29 NELPA Engineering and Operation Section Joint 
with Personnel and Safety Section, Hotel Florence, 
Missoula, Mont. 

28-29 PEA Systems Operation Committee, Bedford Springs 
Hotel, Bedford, Pa. 

MAY 


2- 4 EEI Purchasing & Stores Committee Annual Meet- 
ing, The Warwick, Philadelphia, Pa. 


10-12 AIEE Farm Electrification Conference, Sheraton- 
Fontenell Hotel, Omaha, Nebr. 

16-18 Pacific Coast Electrical Association Annual Conven- 
tion, Stardust Hotel, Las Vegas, Nev. 

23-25 NELPA Business Development Section, Chinook 


Hotel, Yakima, Wash. 
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A Main Street Approach 


to Our Industry Problems 


Customers, Employees and Investors Should Be Told the Story 
of the Electric Power Industry and the Free Enterprise System, 
and They Should Be Told Immediately, Mr. King Points Out 


By Allen S. King 
President, Edison Electric Institute and 
President, Northern States Power Co. 


HE electric power industry is relatively young in 

point of history, but is dynamic and is growing at 

an amazing pace. It has a history of outstanding 
accomplishment and it faces a future which challenges 
the imagination. 

I took my first job in this industry, with the Northern 
States Power Co., as a junior in high school. I worked 
during summer vacations for the company until I grad- 
uated from MIT in 1922. As is logical, during that time 
I was somewhat uncertain as to my future, and I had 
the idealism that is normal with young folks of that age. 
At times during my college career I had an inclination 
to go into the ministry. I was looking for a line of work 
which would give me the satisfaction that naturally goes 
with doing things for others. I finally decided on the 
utility business as one which could give such personai 
rewards. 

Now, after more than 37 years out of college, I can 
say that I have never regretted my decision. I have 
thoroughly enjoyed my work in this industry and I have 
felt that same glow of doing for others that I sought 
when I was in college. 

This industry of ours began in a very simple, almost 
primitive, way just 77 years ago when Thomas Edison 
established his first central station system in New York 
City in 1882. It is quite impossible for us to realize 
what life was really like at that time, but the amazing 
part of it is that there are people still living who can 
remember. 


Electricity Created Mass Production 


All of the mass production that has developed in this 
country, which has given us our outstanding standard 
of living, came as a product of the development of our 
electric systems. This modern age is in reality the elec- 
tric age. The development of our industry is not only 
an outstanding example of the results of our free enter- 
prise system, but has been a partner along the way with 
the development of other great industries—automobiles, 
radio, television, refrigeration, air conditioning, the 


An address before the Indiana Electric Association Meeting, French 
Lick, Ind., Oct. 7, 1959. 


whole field of appliances, and many others. Jt has been 
a case of imagination and ideas put to work. 

I recommend that everyone read how Thomas Edison 
set up his first system. He was really pioneering. He 
had to invent and manufacture every item that went into 
that first system, from the generator to the light bulb. 
And before it was over he had to pledge his persona! 
fortune to its survival. 

Inventions and improvements came fast and with the 
development of the transformer it was possible to extend 
the systems beyond their original locations to many 
towns, cities and rural areas. Research, invention and 
the combined efforts of many men working within the 
pattern of our free enterprise system were responsible 
for the growth of the vast interconnected electric sup- 
ply system of today. This is free enterprise in operation 
and our whole history refutes the statements of many 
who say that the electric utilities should not be part of 
our free enterprise system. 


Premature Calculation 


In 1922, when I graduated from college and went to 

work in the utility business on a full-time basis, there 
were some leaders who said that our industry had come 
of age and had become a necessity of life, so that its 
leadership should be transferred from men of industry 
to men of government. How short-sighted they were at 
that time. Just think of what has happened since then! 
Our generating capacity is 10 times what it was then 
and our output is 15 times as great. The plant invest- 
ment of the investor-owned electric utilities is 10% 
times what it was in 1922. 
Similar progress has been made in reducing cost. In 
)22 the average price for a residential customer was 
38 cents per kilowatt-hour, and in 1958 it was less than 
.53 cents per kilowatt-hour, during which time the cost 
of living has almost doubled. 

If people felt we had become of age by 1922 and the 
results since then have been so outstanding, what of now? 


is 
7. 
2 


Is progress over? Are we ready to rest on our laurels 
today? Or are there still great areas of accomplishment 
ahead that men of initiative, ingenuity, and willingness 
to gamble should tackle? I am sure there are. And I 
am sure we want to remain free and virile to be able to 
meet those challenges. 

As in 1922, we still face the perplexing and dangerous 
possibility of socialization in our industry. However, 
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today the problem is more intense and we have gone a 
long way along the wrong road, making a complete turn- 
back difficult. 

There was a time when the Federal government en- 
gaging in the electric business was justified as incidental 
to other functions long considered legitimate functions 
of government. Now the cloak is off and the Federal 
government (and at times state governments) goes into 
the power business for itself and not as an incident to 
cther functions. 

When one considers the tremendous tax liability which 
faces our business and the relative immunity of Federal 
and state governments in this field, the impetus for gov- 
ernment power is very great. Twenty-five cents out of 
every dollar our company takes in goes to some form of 
taxes. In TVA this figure is 2.27 cents and the average 
REA cooperative pays only 2.91 cents. It is the customer 
who pays the taxes, and why should a customer of ours 
pay 25 cents, while one in Chattanooga, Tenn., pays less 
than 2.3 cents? This tax differential represents one of 
our greatest problems and one which we have every 
right to meet head on. 


Trend of Government Power Growth 


The trend line of the growth in government power 
should concern us. In 1937 the utilities were responsible 
for 92.9 percent of the power production of our country. 
In 1957 they were responsible for only 76.2 percent. We 
must recognize that this trend occurred during a period 
of intensive river development, and that the future river 
developments are somewhat limited. However, more and 
more people are getting a sample of rates predicated on 
low (or no) taxes, and others may soon want to get on 
the bandwagon. 

There is less reason for this trend now than at any 
time in the history of our industry. At a time when we 
have reached a point of greatest and most reliable serv- 
ice, when we have met every challenge in war and peace 
of increased demands, when our companies are all in 
strong and sound financial positions, when our owner- 
ship is widespread among all the people, and when we 
are operating cn a higher ethical plane than any other 
industry in the country, we are facing our greatest at- 
tucks in the halls of Congress and among certain or- 
ganized groups in our society. 

We all know who compose these various groups, i.e., 
Clyde Eliis of NRECA, American Public Power Asso- 
ciation, the TVA and Bonneville Power Administration 
and certain followers of the socialist line who would make 
the socializing of the power industry merely the first 
step in a program to socialize all American industry. 

We all know of the activities of these groups, and I 
would not discount their effectiveness or power. How- 
ever, our greatest threat does not come from these spe- 
cial groups. Our greatest threat comes from those people 
who believe in free enterprise and who place a “but” in 
front of utilities when they speak of it. They say that 
we are different, and while they recognize what free 
enterprise has done for our economy, they place us in 
the same category as the post office. 

There are also those who are motivated by the cash 
reyvister and who are glad to get low-cost power even 
though it comes from tax-free government sources. These 
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are the people, our fellow believers in free enterprise, 
whom we should convince that by our history, by our 
present position and by our future potential we are 
and should be a part of the free enterprise economy. 

This problem arises out of a misunderstanding of the 
facts: first, a misunderstanding of the history and 
growth of the electric utilities as a part of free enter- 
prise, and secondly, a misunderstanding of our free 
enterprise system itself and what it has done for each 
of us. 

Some folks say that because electricity has become a 
necessity of life it should be operated by the government, 
without profit and for the benefit of all. If it is a neces- 
sity of life (and it seems so), we made it that. We did 
our job so well that we have laid the groundwork for 
our own undoing. On the other hand, automobiles are 
fast becoming a necessity in modern life and are they, 
too, to face this same challenge? How about food, cloth- 
ing and housing? Are these not also necessities of life? 
I do not believe that being a necessity of life is a sound 
basis for the socialization of an industry so necessary 
and so all-inclusive as the utilities. 

Because of the heavy investment in facilities required 
to serve electricity, it is more economical for a single 
company to serve in a given area. This makes us what 
the economists call a ‘natural monopoly.” Some people 
feel that as a monopoly we should not be privileged to 
continue as free enterprise. This “monopoly” character- 
istic has given rise to regulation, but regulation is be- 
coming more and more common in industry in our coun- 
try and it can operate in complete accord with a free 
enterprise economy. We should sell these facts to people 
and we should stand shoulder to shoulder with all of 
the free enterprise elements of our economy to resist 
attack. 

The Wrong Road 

Even aside from’ the specific factors relating to our 
own business, our whole economy has gone a long way 
along the wrong road, and it is a serious question of 
how well we can reverse the trend. Let us consider the 
following facts: 

1. Federal—non-defense spending 
(a) 1930—$2.6 billion 
(b) 1959—$34.3 billion—(1200 percent increase) 
Federal—non-defense spending per family 
(a) 1930—$86 
(b) 1959—$668—(600 percent increase) 

3. Federal—employees 

(a) 1930—644,000 

(b) 1959—2,100,000 
4. In May, 1959, Senator Byrd said, ‘“‘Nearly 40 mil- 
lion Americans will receive direct payments from 
the Federal treasury this year.” 

Taxes 

(a) 1930—13 percent of net national product 

(b) 1958—29 percent of net national product— (2.2 
times ) 

6. National Debt 

(a) 19380—$540 per family 

(b) 1959—$5,500 per family—(900 percent in- 
crease ) 

1954—Rowland Hughes, Director of Budget, said, 

“Federal government is largest power producer, 

power user, insurer, lender, borrower, landlord, 
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tenant, holder of grazing land, owner of grain, 
owner of timberland, largest shipowner, truck oper- 
ater.” 
With these facts in mind it is easy to see how far 
we have gone in our dependence on the government. 


Government Responsive to People 


In a free society the government is responsive to 
people. Therefore, our problem has to do with people 
and what they seem to want. Most people want more 
things. Most people believe that the worker is not get- 
ting his proper share out of our economy. Most people 
believe that “the rich get richer and the poor get 
poorer,” therefore, most people believe that the way they 
can get more is to take it away from the rich or from 
those better off than themselves. They disregard Abra- 
ham Lincoln’s advice when he said, “Do not tear down 
your neighbor’s house, lest when you are able to build 
one for yourself, it will not be safe from the assaults of 
your neighbors.” 

These false beliefs and the common desire for some- 
thing for nothing pose a serious challenge to those who 
believe in free enterprise and want to preserve it. Peo- 
ple are strongly motivated by ‘‘what’s in it for me,” and 
unless they are satisfied that our system is best for them 
as individuals we will lose it by degrees. 

Our problem really has two parts. First, we must 
educate our people on the rewards that our economic 
system has brought to them as individuals and then we 
must show them that our utility industry has gotten 
where it is because of free enterprise, and will best serve 
them in the future as part of free enterprise. 

The question has been asked: “Can our free economy 
survive its own economic ignorance?” This is a good 
question, and it raises some doubts when one considers 
how few of our people really know how well off they are 
under our free economic system. 


Employees Misinformed 


In a recent survey of employees in industrial plants, 
the question was asked: “What percentage do you think 
the owners get out of business in this country?” The 
average answer was 25 percent. They were then asked 
what percentage they thought would be fair for the 
owners to get. The average answer was 10 percent. The 
facts are that the owners get 5.3 percent on their in- 
vestment (average) and 3.7 percent on sales. In other 
words, the workers thought the owners got five to six 
times what they actually did get and the workers thought 
it would be fair if they got twice what they actually do 
get. Among people who react strongly to “what’s in 
it for me,” what can we expect our workers to think of 
our economic system in the face of such ignorance? Can 
we blame them if they say that they do not care whether 
they work for the government, or a company under free 
enterprise? 

Another such survey question was equally revealing. 
The workers were asked: “Out of each dollar of manu- 
facturing corporation income, how much goes to em- 
ployees and how much to owners?” The average answer 
was that the workers get 25 cents and that owners 
get 75 cents. The fact is that the worker gets 87 cents 
in wages, salaries and benefits and only 13 cents go to 
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owners. This is a gross misunderstanding of a simple 
fact of our economy—one which has great significance 
to us in view of that recurring question, “what’s in it 
for me?” 

“Can a free economy survive its own economic ignor- 
ance?” This is a serious question in a country that is 
responsive to the will of the people, and when people 
will be demanding changes based on complete economic 
ignorance. 

What should we be doing about it? 

Let us recognize that our industry alone cannot do the 
job, but that all industry has a stake in this matter. But 
we can do something in our own way and in some 
measure relieve some of the economic ignorance. We 
need an action program to educate our own employees, 
our shareholders and our own public on certain basic 
fundamentals of our American economic system and on 
certain facts about our own industry and its relation to 
that system. 


Down-to-Earth Approach Needed 

No association can do the job for us. No advertising 
program will suffice. What we need is a down-to-earth, 
“Main Street” approach in our own operating territories. 

Each of our companies solves its engineering and ac- 
counting problems on the local level. We have done a good 
job of that. Why not tackle this problem on the local 
level? Each one of our companies has developed a corpo- 
rate image that is quite acceptable to people in its operat- 
ing territory. Various public power (so-called) elections 
around the country give good evidence of that. This job, 
too, can best be handled by the companies on the local 
level. 

After all, those who attack us do so on a very broad, 
hazy basis. They seem to have chosen the arena of con- 
flict up to date. Their attacks are on a wide, even 
national, scale. They never seem to attack a certain 
company or a man. We hear them speak of the “preda- 
tory interests that are extracting unjust profits from the 
people.”’ They do not define who the “interests” are, or 
who will get the so-called unjust profits. They always 
engage in general cliches. This, then, should give us our 
opportunity. Let us choose our own arena of conflict and 
let us tackle this job as individual companies in the 
territories where we have created our favorable corpo- 
rate images. 


The Story to Tell 

What kind of story do we tell? First, our people 
should understand that it is due to our economic system 
and the political habits that have protected it that our 
little 6 percent of the world’s population produces half 
of the world’s wealth. They must understand that it is 
our American way of life (and President Eisenhower 
so aptly described our system as “a way of life’), that 
has given us our freedoms and the standard of living 
we enjoy. They must understand that every socialistic 
or communistic scheme that has been tried through his- 
tory has failed and they must understand why such 
schemes are always bound to fail. In other words, our 
people must learn to appreciate the heritage that has 
been handed down to them by their forefathers and must 
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do whatever is necessary to protect that heritage. We 
must get across to our people how our American way of 
life has improved their lot as individuals, and they must 
understand that any other way would ultimately enslave 
them. 

We have developed in this country a form of capitalism 
that is unique in the world. It is different from the 
proprietary form so prevalent here in the nineteenth 
century and completely different from anything in Eu- 
rope or throughout the world. Few people realize that 
this evolution has taken place and that we have a modern 
“people’s capitalism” in this country quite different from 
the proprietary capitalism of Europe. Even an old 
proprietorship such as the Ford Motor Co. has finally 
succumbed to the modern trend and is now quite widely 
held. The AT&T Co. has more than a million sharehold- 
ers, General Motors has about 600,000 and most of our 
large corporations can match such widespread ownership. 

My own company has more than 70,000 shareholders, 
half of whom are women. Our largest single stockholder 
(an investment company) owns less than 1.7 percent of 
the voting shares. Our stockholders are people, just peo- 
ple, 60 percent of whom reside in the states in which 
we operate. Most companies can match our own situa- 
tion and in our industry the day of the so-called “Wall 
Street domination” has gone. We should educate people 
on these facts, both as to the nature of our whole capi- 
talistic system and as to the ownership of our town 
companies. We are not in the year 1929. That day is 
long gone. 

People and Government 

People should be taught again what our forefathers 
knew so well—to fear and avoid big government. We 
should do more things for ourselves and not depend on 
the government for our total security. Powers once re- 
linquished to the government can be recovered only 
through bloody revolution. History has taught us this 
and we should now realize the nature of the one-way 
street on which we are traveling. 

Our employees and investors should be told a few 
simple facts about our own business. They should be 
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told how we grew and developed in the true free enter- 
prise tradition; they should be told our tax story; they 
should be told the story of our ownership. And our 
employees should become very proud of the fact that 
they work for a power company in the true free enter- 
prise way, and not for some governmental agency. 

These things should be told in as simple a manner as 
possible. But, the most important thing is for us to 
make a start. 

Confident of Industry’s Future 

I have great confidence in the future of our industry 
and I believe I have some real reasons for that confi- 
dence. After all, the people still believe in us and are 
investing tremendous amounts of their savings to supply 
the money for our necessary expansion. That money, 
our investors’ savings, speaks louder of the confidence 
of people in us than all of the vicious rantings of our 
detractors. Let us meet this issue of education with con- 
fidence and not fear. 

I appeal to every company to take the few simple, 
necessary steps. Appoint one of your executives to lay 
out a plan of campaign and follow through on it. Give 
the necessary orders and follow through. By this “Main 
Street” approach we can make great strides in educating 
the public about our business and the liabilities of the 
so-called public power program. 

When Edison established the first central station 
system on Pearl Street in New York City, he started 
a chain of events that moved rapidly throughout the 
country. Many venturesome men started, developed, and 
extended these primitive systems until today we have a 
vast network of electric systems in the country which 
produces more energy than the next seven countries of 
the world combined. All of this development has been the 
product of our American free enterprise system, where 
an individual’s talent, imagination and initiative can 
function at will. If we are to take full advantage of the 
potentials of future growth in this industry, we must 
keep it part of the free enterprise system and keep it 
alive and virile. 


National Electrical Week Scheduled Feb. 7-13 


TATIONAL Electrical Week will be celebrated in 1960 

from Feb. 7 to 13, N. J. MacDonald, President of 

Thomas & Betts Co., and General Chairman of the NEW 
Committee, has announced. 

The theme of the 1960 celebration will be ‘Electricity 
Sparks the 60s.” 

The annual celebration is always scheduled to include 
Feb. 11, the birthday of Thomas A. Edison. The pur- 
pose of National Electrical Week is to dramatize the 
vital importance of the electrical industry to the nation’s 
economy and progress. 

The National Committee expects more than 250 com- 
munity NEW committees to be formed to carry out lo- 
cally coordinated programs. The NEW Committee’s 1960 
Planning Guide and Kit of Materials will be distributed 


throughout the electrical industry. Last year some 4500 
kits were distributed to a selected list of industry lead- 
ers, representing power suppliers, manufacturers, dis- 
tributors, contractors, dealers, city inspectors, the elec- 
trical industry press, electrical leagues and associations 
and electrical union representatives. 

Mr. MacDonald said the week will provide a spring- 
board for the various educational, public relations and 
promotion goals of the industry. 

Many national advertisers have indicated their inten- 
tion of participating in National Electrical Week with 
special messages on network television and radio and 
with national advertising in consumer and trade maga- 
zines, Mr. MacDonald ‘said. 
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EEI Accounting and Sales Divisions 


Announce Committee Plans for Year 


Accounting Division Committees 


HE EEI Accounting Division committees formu- 
lated plans for their work program and activities 
during this administrative year starting with an 
orientation meeting of chairmen, vice chairmen and 
coordinators in May, 1959. Various steering committee 
planning activities during the summer months were 
helpful in making the organization meetings in Cleve- 
land on Sept. 14-15 real working meetings on plans 
for the current year. These activities are planned and 
carried out in cooperation with similar committees in 
the Accounting Section of American Gas Association. 
It is expected that the results of such committee 
activities will be evidenced in the program of the 
annual spring accounting conference, although some 
project efforts will result in committee discussions, 
reports and papers during interim meetings. The 1960 
National Conference of Electric and Gas Utility Ac- 
countants is scheduled for New York City, April 25-27. 


ACCOUNTING DIVISION EXECUTIVE 
COMMITTEE 


The Accounting Division Executive Committee is 
under the Chairmanship of P. R. Lawson, Comptroller 
of Pennsylvania Electric Co., and the Vice Chairmanship 
of W. T. HAMILTON, The Cleveland Electric Illuminating 
Co. 

This committee has general supervision over the ac- 
tivities of all Accounting Division committees and is 
aided in carrying out its work by the Advisory Commit- 
tee, consisting of the five immediate past chairmen of 
the Accounting Division Executive Committee. The pur- 
pose of the Advisory Committee is to furnish advice 
and counsel to the officers of the Accounting Division on 
important matters affecting the industry or operation 
of the division. 


Chairman P. R. LAwson is Comptroller, Pennsyl- 
vania Electric Co., the office he has held since 1947. 
He attended the University of Syracuse and New 
York University. He holds a degree in accounting 
and has done graduate work in finance and eco- 
nomics. He has been affiliated with the utility in- 
dustry at both the holding company and operating 
company levels. He served with the General Public 
Utilities Corp., and predecessor system until 1944 
when he was transferred to Johnstown, Pa., as 
treasurer of Pennsylvania Electric. He is active in 
the Pennsylvania Electric Association and is a mem- 
ber of the Executive Committee and adviser to the 
Accounting Section. In 1952 he was appointed chair- 
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man of the EEI Special Committee on Uniform 
System of Accounts. From 1953-1957 he was chair- 
man of the Uniform System of Accounts Committee. 
In 1957 he was appointed Coordinator of the General 
Activities Group. 


CUSTOMER ACTIVITIES GROUP 


D. M. ARNOLD, Assistant Secretary and Assistant 
Treasurer, Pennsylvania Power Co., is Coordinator of 
the Customer Activities Group, comprising three com- 
mittees, and has the responsibility of coordinating the 
activities of the committees in this group in accordance 
with the program of the Accounting Division. 


Coordinator D. M. ARNOLD, Assistant Secretary 
and Assistant Treasurer of Pennsylvania Power Co., 
has been with the company for 31 years. He was 
named to his present post in 1949. Prior to that 
time, he held positions including those of division 
auditor and general supervisor of customers’ ac- 
counting. Before 1950 he was active in Pennsylvania 
Electric Association committee work. He was a 
member of the EEI Customer Collections Committee 
from 1950-1953, and has been a member of the Cus- 
tomer Accounting Committee since 1953. 


Accounting Division Customer 
Relations Committee 


The Accounting Division Customer Relations Com- 
mittee is under the Chairmanship of J. B. WHITE, JR., 
Manager, Customer Service Department, Duquesne 
Light Co. The committee selected for its program for 
the coming year projects on providing “no-charge’”’ 
service to customers. It will examine types of service 
provided by utilities at ‘no-charge’” to customers. It 
will also appraise, in view of rising costs, changes which 
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might be made in existing policies with a minimum of 
bad effect on customer relations; methods of creating a 
good first impression with new customers and a project 
on customer history record which will examine the types 
of information necessary in outlying districts with cen- 
tralized billing, and an appraisal of the types of infor- 
mation which should be available to customer order 
clerks. 

A task force will review the subject of discontinuance 
of service for non-payment in extreme weather condi- 
tions. This will include a study of the customer relations 
in such circumstances. Another project will consider the 
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important topic of company-wide participation in cus- 
tomer relations, of creating in all employees a feeling of 
responsibility for customer relations, including proce- 
dures for reporting customer relations problems to the 
proper source for correction. The results of the project 
or task force studies will be presented as part of the pro- 
gram at the annual spring conference. In addition, the 
committee will plan a session at the conference to discuss 
major customer relations problems and offer solutions. 


Chairman J. B. WHITE, JR. is Manager, Customer 
Service Department, Duquesne Light Co. With the 
company 38 years, Mr. White started his service 
there in the Retail Service Department. In 1928 he 
became supervisor of power sales. He was named 
director of industrial sales in 1953 and assumed his 
present position in 1954. A veteran of World War I, 
Mr. White served overseas with the 15th U. S. 
Cavalry. He is a member of the Illuminating En- 
gineering Society, the Engineers Society of Western 
Pennsylvania, Professional Engineers Society, Elec- 
tric League of Western Pennsylvania and the Pitts- 
burgh Chamber of Commerce. 


Customer Accounting Committee 

The Customer Accounting Committee is under the 
Chairmanship of R. G. MAAS, Supervisor, Systems De- 
velopment Division, Wisconsin Electric Power Co. The 
committee has planned a number of projects which it 
will develop primarily for presentation at the spring 
conference. 

Foremost among the projects will be the subject of 
electronics. A study will be made of input and output 
equipment, account numbering, quality control and co- 
ordination with credit and collection functions. 

Plans are also being made for the presentation of new 
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and proved methods of customer accounting and billing 
in an open discussion session. This type of program 
was very popular at the last spring conference. 

A study will be made of the issuing of final bills on 
a daily, weekly or cycle basis and the effect of the 
various methods of customer accounting, collection and 
customer relations. A report of this study will be given 
at the spring conference. In addition, another project 
group will study customer surety deposits with particular 
emphasis on economies and ease of operations. 

A thorough examination is planned in the area of se- 
lection, training and rating of personnel in customer 
accounting work. This study will apply to employees 
engaged in data processing work and in all manual op- 
erations. 

The study of automatic meter reading started in De- 
cember of 1958 will be continued to explore equipment 
availability, present labor cost components of the meter 
reading job, and the potential for automatic meter read- 
ing methods. At the same time, another project group 
will study and report on methods for improving produc- 
tivity of meter reading under existing methods. 

The committee plans to prepare a manual of service 
bill forms, illustrating the forms now in use by the 
member companies. Copies of the manual will be made 
available to all participating companies. 

A long range project group has been formed to 
develop recommendations for modifications of postal 
regulations with respect to size, thickness, and location 
of data on postal card bills. The committee will explore 
opportunities to effect economies through modification 
of present restrictive requirements or interpretations. 


Chairman R. G. MAAS is Supervisor of the Sys- 
tems Development Division of Wisconsin Electric 
Power Co. Following his graduation from Holy 
Cross College and Harvard University Graduate 
School of Business Administration, he worked for 
Standard Oil Co. of Indiana and Blatz Brewing Co. 
in various operating and staff capacities. In 1936 
he joined WEP and has been engaged in accounting 
development work since that time. Formerly active 
in committee work in the Wisconsin Utilities Asso- 
ciation, Mr. Maas has served on the EEI Customer 
Accounting Committee since 1954. 


Customer Collections Committee 

Under the Chairmanship of M. G. WUEST, Manager, 
Credit-Collection Department, The Cincinnati Gas & 
Electric Co., the Customer Collections Committee will 
develop six major projects for presentation at the spring 
accounting conference. 

The Credit Picture will again be summarized for the 
12 months ended Dec. 31 and June 30, with comparisons 
for corresponding periods in the previous years. This 
constitutes a report on the credit and collection experi- 
ence of a representative group of electric and gas com- 
panies with a summarizing narrative. <A project to 
bring up to date, in the form of a collection compendium, 
material on credit and collections subjects will be under- 
taken. 

The advantages and disadvantages of classifying ac- 
counts by areas will be considered as another project 


study. The use and effectiveness of collection notices 
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will be studied as a separate project, as will security 
deposits in relation to the general picture, including the 
value, cost and other pertinent aspects. 

A project group will prepare a program of round 
table discussions which will include many of the sug- 
gested topics for which no formal paper presentations 
will be made. Open discussions on many credit and col- 
lection problems will be considered at that time. 


Chairman M. G. WUEsT is Manager, Credit- 
Collection Department, The Cincinnati Gas & Elec- 
tric Co. He was awarded an LL.B. degree from 
Chase Law School and attended the University of 
Kentucky and the University of Cincinnati. He 
joined The Union Light, Heat and Power Co., Ken- 
tucky subsidiary of CG&E, in 1926 as a teller and 
district office relief clerk. After several promotions 
he was transferred to the CG&E main office in 1956 
as credit manager. He was advanced to his present 
post in 1957. 


GENERAL ACTIVITIES GROUP 


G. A. BROWNMILLER, Supervisor of Utility Plant, 
The Connecticut Light & Power Co., is Coordinator of 
the General Activities Group, comprising five commit- 
tees, and is responsible for coordinating the activities 
of these committees in conjunction with the overall pro- 
gram of the Accounting Division. 


Coordinator G. A. BROWNMILLER, Supervisor of 
Utility Plant, The Connecticut Light & Power Co., 
began his career with the Atlantic City Electric Co. 
as a clerk in the Customer Accounting Department 
in 1925. He later transferred to the General Ac- 
counting Department and then became chief clerk in 
the local office. From 1935 to 1937 he was auditor 
in the Treasury Department of Manufacturers Light 
and Heat Co., Pittsburgh. In 1937 he joined the 
Research Engineering Department of West Penn 
Power Co. In 1942 he joined the public utility staff 
of Price, Waterhouse & Co. in New York. Mr. 
Brownmiller has been with CL&P since 1945 when 
he came to the company as a cost accountant. He 
was graduated from New Jersey College of Com- 
merce and attended Wharton Evening School, Uni- 
versity of Pennsylvania and Carnegie Institute of 
Technology. 


Depreciation Accounting Committee 


The Depreciation Accounting Committee is under the 
Chairmanship of C. D. DAvis, Assistant to Director of 
the Accounting Department, The Detroit Edison Co. 
A full program is planned on many subjects of particu- 
lar interest to depreciation people in the industry. 

A general study will be continued of the treatment of 
liberalized depreciation and a project group of the com- 
mittee will act as a “watch-dog” on legislation affecting 
liberalized depreciation. The general study of net salvage 
will also be continued and it is expected that data relat- 
ing to the subject will be circulated within the commit- 
tee. Under the project of depreciation computations, in- 
cluding electronic applications, a paper will be presented 
at the spring accounting conference on the simulated 
plant balance method utilizing Iowa curves. Other meth- 
ods are to be studied. 

Continued study is expected on atomic energy plant 
lives, however, no paper is expected unless new facts 
warrant it. A report will be made on all significant deci- 
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sions relating to depreciation during the year under the 
heading of court and regulatory commission decisions. 
Another project group is studying reimbursement for 
highway relocation. 

Other activities of the committee will include a project 
whereby significant publications on depreciation may be 
catalogued and briefly described and a list of all cur- 
rent articles in this field supplied; maintaining a watch 
over technological advances or depletion of supplies 
insofar as such developments may set a limiting factor 
on the service lives as determined by historical analysis; 
bringing up to date surveys on the tabulation of average 
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service lives and mortality studies of electric boilers and 
turbo-generators. 

The committee, through another project group, ex- 
pects to review the literature on depreciation procedures 
to recognize price level changes within the electric in- 
dustry and others. 

Liaison groups from this committee will work with 
other committees of the Accounting Division on drafting 
a proposed list of retirement units which would be appli- 
cable to the new uniform system of accounts promulgated 
by NARUC; consideration of the relationship between 
depreciation for book and tax purposes and consideration 
of material for publication in the format of methods 
ideas compiled by the Methods and Procedures Commit- 
tee. 


Chairman C. D. Davis is Assistant to Director of 
the Accounting Department of The Detroit Edison 
Co. He joined Detroit Edison in 1923 after he was 
graduated from the University of Michigan with a 
B.S. degree. Mr. Davis is a registered professional 
engineer in the State of Michigan. He has served 
in various capacities in local community, fraternal 
and religious groups. 


General Accounting Committee 


The General Accounting Committee is under the 
Chairmanship of M. J. DOAN, Secretary and Treasurer, 
The Cincinnati Gas & Electric Co. The projects selected 
for the year will include the study of 1958 annual reports 
to summarize accounting trends in the reports. A re- 
view of payroll applications of electronic accounting 
machines will result in a paper on the subject for the 
annual spring conference. 

As in previous years, the committee will continue to 
review new accounting developments affecting utili- 
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ties. At least three case studies will be prepared as part 
of the project of case studies of responsibility accounting 
and reports. 

A review of procedures used by 12 representative com- 
panies for accounting for stores expenses will be pre- 
pared in connection with the problem of “are we really 
accounting for stores expenses?” Forecasting techniques 
and methods of several utilities will be reviewed and 
will be used as a presentation at the spring conference. 
A report on the effects of the proposed revisions in the 
uniform systems of accounts will be prepared by a proj- 
ect group. 

A study on “challenging your office procedures” and 
a paper based on reports of 10 companies’ methods of 
accounting for distributing and controlling transporta- 
tion costs will result in presentations at the spring con- 
ference. The effects of various methods of handling of 
items for tax and accounting purposes will be developed 
as a joint project in liaison with other committees of 
the division. 

Chairman M. J. DOAN is Secretary and Treasurer, 
The Cincinnati Gas & Electric Co. Mr. Doan holds 
B.A. and M.B.A. degrees from the University of 
Michigan. A certified public accountant, he has been 
with CG&E since 1949. Before that time he was an 
accountant with Arthur Anderson & Co. He served 
as an officer in the U. S. Navy from 1942 to 1946. 
A former member of the EEI Accounting Division 
Executive Committee, he is a member of the Ameri- 
can Institute of Certified Public Accountants, the 
Ohio Society of Certified Public Accountants and 
the American Society of Corporate Secretaries. He 
also is active in several local community groups. 


Internal Auditing Committee 


The Internal Auditing Committee, under Chairman R. 
W. Briccs, Director, Auditing and Procedures, Virginia 
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Electric and Power Co., will consider four shert-term 
projects from last year which are in various stages of 
progress. They include audit of appliance service opera- 
tions, audit of credit and collection policies and practices, 
audit of personnel department and audit of taxes. 

Long-term projects include the release of case studies, 
electronics as it relates to internal audit practices, meas- 
uring and comparing internal auditing performance and 
statistical sampling. 

New projects to be started this year include auditing 
the effectiveness of the budget system and cost controls. 
Annual spring conference plans include a panel discus- 
sion on internal auditing and the possibility of a non- 
industry speaker to discuss new concepts of internal 
auditing or coordination of management services such 
as internal auditing, methods and procedures and work 
simplification. 


Chairman R. W. Briccs is Director, Auditing and 
Procedures, Virginia Electric and Power Co. He 
received his B.S. degree from Virginia Polytechnic 
Institute in 1939. He served as an officer with the 
U. S. Army for four and a half years. He joined 
Virginia Electric and Power in 1951 as a procedures 
analyst. Since 1956 he has served in his present 
capacity. In prior years he was subcommittee chair- 
man of the EEI Internal Auditing Committee proj- 
ects on audit of claims and on statistical sampling. 
In 1958-59 he served as Vice Chairman of the In- 
ternal Auditing Committee. 


Plant Accounting and Property 
Records Committee 

The Plant Accounting and Property Records Commit- 
tee is under the Chairmanship of P. D. JOHNSON, Man- 
ager of the Inside Plant Inventory Bureau, Property 
Record Department, Consolidated Edison Co. of New 
York, Inc. 

Committee work will continue on several carry-over, 
long-range projects. Specific accounting problems en- 
countered in plant accounting work will be investigated 
and it is expected that several case studies will be 
distributed to committee members during the coming 
year. 

The project on machine applications has collected con- 
siderable data and a report on recent machine applica- 
tions will be prepared for presentation at the spring 
conference. 

The study of telemetering, supervisory and carrier cur- 
rent equipment is well advanced and a short paper is 
contemplated. A presentation is in progress that will 
describe a new and effective method of cost follow-up, 
preparation and unitization of the property record for 
a large electric generating station. 

Further study of the problems involving reimburse- 
ment in connection with highway relocations is being 
made in order that members can be kept informed of the 
changing developments in this field. 

The use of machines in plant accounting and property 
records work continues to be of considerable interest to 
committee members. A new subcommittee will study the 
steps involved and prepare a paper on the conversion of 
plant accounting and property records in machine opera- 
tions. Other new short-range projects undertaken for 
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presentation at the spring conference include: ‘“Con- 
struction Cost Comparison and Work Measurement,” 
covering methods of using property records to compare 
construction costs and performance, and a study of 
methods used by plant accounting to compile, report and 
police the plant budget. 

A special subcommittee is preparing retirement unit 
data in liaison with other committees of the division for 
use by the industry representatives in their discussions 
with the NARUC in connection with new retirement 
unit lists to be associated with the new proposed uni- 
form system of accounts. 

Plans are being made to continue the plant account- 
ing forum at the spring conference. The popularity of 
this session is evidenced by the enthusiastic participation 
of the large audience at the recent Accounting Confer- 
ence in Chicago. 


Chairman P. D. JOHNSON is Manager of the Inside 
Plant Inventory Bureau, Property Record Depart- 
ment of Consolidated Edison Co. of New York, Inc. 
He attended the University of Southern California 
and was associated with the California Electric 
Power Co., the Los Angeles Bureau of Power and 
Light, and the Allied Engineers, Inc., on electric 
station design before joining Con Edison in 1931. 
He held various posts involving the establishment 
of property records, valuations and original cost 
studies until 1952, when he became assistant bureau 
manager. He has been active in EEI work since 1954. 


Taxation Accounting Committee 


The Taxation Accounting Committee has A. G. MAI- 
HOFER, Secretary, The Detroit Edison Co., as Chairman. 
The committee’s year began with a meeting in Minneap- 
olis, Minn., in October. At this meeting reports were 
received from subcommittees and papers were read on 
recent legislation, recent court decisions, taxation defer- 
rals, economic depreciation and the effect of certain 
types of tax agreements. The meeting also included 
discussion of questions submitted by the members and an 
off-the-record discussion of tax matters. 

Another committee meeting will be held in mid-winter. 
A substantial part of the program for that meeting will 
depend upon tax developments in the meantime. 

The subcommittee to study proposed and introduced 
Federal tax legislation and regulations will continue to 
study new regulations as issued by the Internal Revenue 
Service and to watch legislative proposals. 


Chairman A. G. MAIHOFER is Secretary of The 
Detroit Edison Co. A graduate of the University of 
Michigan with a degree in electrical engineering, 
Mr. Maihofer was first employed by Detroit Edison 
as an engineer, was promoted to assistant property 
engineer, director of taxes and secretary. A regis- 
tered professional engineer, he is a member of the 
Economic Club of Detroit and chairman of its Fed- 
eral Tax Committee. He is also a member of the 
Greater Detroit Board of Commerce, the Michigan 
State Bar and the Tax Executives Institute, Inc. 


SPECIAL ACTIVITIES GROUP 


The Special Activities Group has as its Coordinator 
the Vice Chairman of the Accounting Division Execu- 
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tive Committee, W. T. HAMILTON, Manager of the Cus- 
tomer Relations Department, The Cleveland Electric 
Illuminating Co. 


Coordinator W. T. HAMILTON is Manager of the 
Customer Relations Department of The Cleveland 
Electric Illuminating Co. A native Scotsman and a 
1936 graduate of Western Reserve University, he 
joined the Illuminating Co. in 1942 after five years 
banking experience. Before appointment to his pres- 
ent post he filled the position of internal auditor and 
administrative assistant to the controller. Mr. Ham- 
ilton was Chairman of the EEI Auditing Committee 
in 1952 and Coordinator of General Activities Group 
in 1954-1955. He is a past national president of The 
Institute of Internal Auditors. He is Vice Chair- 
man of the EEI Accounting Division Executive 
Committee. 


Accounting Employee Relations Committee 


The Chairman of the Accounting Employee Relations 
Committee is W. E. GRINTER, Controller’s Staff Coordina- 
tor, Consumers Power Co. The program developed by 
the committee will be part of the contributions to the 
annual spring conference. 

Subjects include a discussion of the pros and cons of 
college education as it relates to accounting employee 
relations activities and a discussion of communications 
directed, for the most part, to the accounting people. 

A paper is to be developed which will cover the limi- 
tations of tests for selection of supervisors in accounting 
operations and another on the future implications of 
electronic data processing which will probe further into 
the impact of EDP on accounting operations. If pro- 
gram time permits, the committee will develop plans for 
a panel discussion—known as the accounting employee 
clinic—as part of the spring conference presentation. 


Chairman W. E. GRINTER is Controller’s Staff 
Coordinator, Consumers Power Co. Born and edu- 
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cated in England, he came to the United States in 

1921 and in August of that year joined Consumers 
Power as invoice clerk. He was promoted to auditor, 
clerk supervisor, general accounting supervisor and 
Controller’s Staff Coordinator. Mr. Grinter has 
been a member of the EEI Accounting Employee 
Relations Committee for several years. Active in 
the Lions Club, he is a past president of the Men’s 
Garden Clubs of America. 


Application of Accounting 
Principles Committee 

The Application of Accounting Principles Committee 
is under the Chairmanship of W. G. CHRISTIE, Comptrol- 
ler, General Public Utilities Corp. It keeps informed 
on the development of accounting principles, conventions 
and practices in the accounting profession, with special 
reference to their application to the electric industry. 

The committee has a two-fold assignment. It serves 
as a reference point for the consideration and formula- 
tion and communication to professional accounting or- 
ganizations and others of industry opinions regarding 
proposed statements of accounting principles and similar 
matters. It also disseminates to the electric utility indus- 
try information on the nature and effect of developments 
in accounting principles, conventions and practices. 

The American Institute of Certified Public Account- 
ants has recently made a substantial change in its ac- 
counting research activities, replacing the Committee 
on Accounting Procedure with a new Accounting Princi- 
ples Board. That board has a specific objective to formu- 
late fundamental postulates and to prepare “a fairly 
broad set of coordinated accounting principles . . . on the 
basis of the postulates.” It is expected that the activities 
of the committee during the forthcoming year will be 
affected directly by the way the Accounting Principles 
Board discharges this assignment. 

Chairman W. G. CHRISTIE has been Comptroller of 
General Public Utilities Corp. since 1948. He has been 
associated with that corporation and its predecessors 
and affiliates for more than 30 years in various ac- 
counting and financial assignments and, since 1941, 


he has been chief accounting officer of one or more 
public utility holding companies. 


Electronic Accounting Machine 
Developments Committee 


Under the Chairmanship of R. E. HARBAUGH, Manager 
of Systems Division, Philadelphia Electric Co., this com- 
mittee will continue to keep abreast of developments 
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being made in the application of electronic techniques 
in all fields of accounting and report these developments 
through “Tubes and Tapes,” issued by the joint EEI- 
AGA committees. 

The committee is currently planning with its corre- 
sponding AGA committee for an electronics seminar— 
the Seventh Annual Seminar—to be held in San Fran- 
cisco at the St. Francis Hotel, Nov. 30 to Dec. 2. 

It is expected that the main topics of the seminar will 
be a review of progress with machine manufacturers; 
discussion panels including such topics as systems sur- 
vey and design prior to programming, organization for 
electronic data processing, data processing for medium- 
size companies, information re-entry techniques, tech- 
niques for reducing program effort and justifying the 
installation of a computer and review of computer appli- 
cations by company representatives with electronic data 
processing machines. 


Chairman R. E. HARBAUGH is Manager of Systems 
Division, Philadelphia Electric Co. He joined that 
company in 1942. business administration 
graduate of Ursinus College, Mr. Harbaugh has 
served in the statistical, budget and systems divi- 
sions of his company. He also served on the EEI 
General Accounting and Accounting Developments 
Service Committees. He was elected chairman of 
the General and Customers’ Accounting Committee 
of the Pennsylvania Electric Association. Mr. Har- 
baugh is a past president of the founding chapter 
of the Systems and Procedures Association of 
America and has also served on the national board 
of that group. 


Methods and Procedures Committee 


Under the Chairmanship of J. P. WILLIAMSON, Direc- 
tor of Methods and Procedures, The Toledo Edison Co., 
the Methods and Procedures Committee, formerly the 
Accounting Developments Service Committee, will peri- 
odically release information about cost savings ideas, 
methods, procedures and equipment which has_ been 
adopted and proven by member companies. The scope 
of the committee’s activity remains basically the same 
as that under its former name. 

The committee proposes to develop a list of correspon- 
dents in member companies as a means of obtaining sug- 
gestions and circulating published releases within their 
companies. The continued use of liaison members within 
standing committees will be maintained to accumulate 
material and data for committee releases. 


Chairman J. P. WILLIAMSON is Director of Meth- 
ods and Procedures, The Toledo Edison Co. He re- 
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ceived a degree in business administration from 
Kent State University in 1945. A certified public 
accountant, he was senior accountant for Arthur 
Anderson & Co in Cleveland from 1945 to 1951, 
when he joined Toledo Edison in his present capac- 
ity. Among Mr. Williamson’s affiliations are the 
System and Procedures Association, of which he is 
international treasurer, a director and a member of 
the Executive Council; the American Institute of 
Certified Public Accountants; the American Man- 
agement Association, and the Kiwanis Foundation. 


Uniform System of Accounts Committee 


With E. H. HEGMANN, Controller, Duquesne Light Co., 
as Chairman, this committee will keep an eye on devel- 
opments and problems resulting from the revisions of 
uniform systems of accounts of NARUC and Federal 
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Power Commission to become effective Jan. 1, 1961. It 
will work with liaison groups of the division committees 
in this connection, keeping the industry informed of im- 
portant developments through the Accounting Division 
Executive Committee. 


Chairman E. H. HEGMANN is Controller, Duquesne 
Light Co. He was graduated with a B.S. degree 
from the University of Pittsburgh. He joined Du- 
quesne Light in 1937 as an accountant and in 1941 
was appointed assistant to the general auditor. 
Three years later he was named auditor of receipts 
and the following year was promoted to general 
auditor. From there he advanced to his present 
post. Prior to joining Duquesne Light, Mr. Heg- 
mann was employed as an accountant for the Penn- 
sylvania Water Corp. in Washington, Pa., and as 
office manager and cashier for the Lexington Water 
Co. in Lexington, Ky. 


Sales Division Committees 


ITH the increased tempo of competitive promo- 
\\) tional and advertising efforts, the Sales Division 

of EEI has assumed the leadership in this field 
for the entire electrical industry. In 1960 the Sales 
Division, under the Chairmanship of E. O. GEORGE, 
Vice President of The Detroit Edison Co., will spear- 
head promotions aimed at meeting and beating the 
lively competition now confronting the industry. 

As of Dec. 31, 1959, General Electric Co. will no 
longer sponsor the Live Better Electrically project and 
EEI will change the designation of its national adver- 
tising program from National Electric Living Program 
to the Live Better Electrically Program. This is an ex- 
panded version of the EEI activity established in 1959. 

Two-thirds of EEI member companies are now sub- 
scribing to this new project on a continuing basis, 
yet more sponsoring companies are needed if the pro- 
gram is to realize its anticipated goal. A proposed 
budget of $3 million for 1960 would provide funds 
for appliance advertising in mass-circulation maga- 
zines on a national basis, including an “advertacular” 
similar to the 30-page Life ad Sept. 17, 1959; highly 
successful daytime network television sponsorship, 
and continuation of the Light for Living Architects’ 
Contest. All segments of the program are planned to 
allow strong and effective local tie-ins. Electric space 
heating promotion will represent a substantial portion 
of the 1960 budget. 

Further recognizing the importance of electric space 
heating to continued kilowatt-hour growth, the Sales 
Division has formed the Residential Electric Heating 
and Air Conditioning Committee. This committee, under 
the Chairmanship of J. H. K. SHANNAHAN of the Ameri- 
can Electric Power Service Corp., will concentrate its 
efforts on the promotion of electric home heating and 
cooling. With the committee devoting full time to com- 
mercial heating, EEI will now be in a position to offer 
valuable support to this vital phase of sales growth. 


For the past year members of the Residential Ap- 
pliance Promotion, Residential Lighting Promotion and 
Residential Wiring Promotion Committees have ap- 
plied themselves 100 percent to the challenging task 
of launching the LBE Program. In 1960, these three 
committees again will be active in new and continuing 
residential sales programs. 

The Home Service Committee will organize and 
sponsor the Fourth Annual LBE Women’s Conference, 
Jan. 7-9, 1960, in Chicago. This event attracts electric 
utility home economists from all over the nation who 
are promoting electrical living at the grass roots. 

The Farm Group has stepped up its promotional 
and educational activities. The Farm Better Electri- 
cally Program has become a valuable asset to the 
industry. 

All committees of the Commercial Group have ex- 
panded their program activities. An increase in the 
promotion of the many commercial applications of 
electricity is planned. 

The Industrial Power and Heating Group, in coop- 
eration with the Industrial Electrification Council, will 
be striving for the improvement of industrial electrical 
plant distribution and for increased electrical usage. 


SALES DIVISION 
EXECUTIVE COMMITTEE 


The Commercial Division Executive Committee, under 
the Chairmanship of E. O. GEORGE, Vice President, The 
Detroit Edison Co., is responsible for approving and co- 
ordinating activities of all Commercial Division commit- 
tees. 

The committees of the Commercial, Farm, Industrial 
Power and Heating, and Residential Groups are respon- 
sible for covering the major electrical markets. 


Chairman E. O. GEORGE, Vice President, The De- 
troit Edison Co., joined the company in 1929 as a 
commercial office clerk. He served as supervisor of 
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training, assistant supervisor and supervisor of 
commercial office division, assistant commercial man- 
ager, commercial manager and manager of sales 
prior to his present assignment. He is Past Chair- 
man of the EEI Residential Section, Sales Training 
Committee and Wiring Promotion Committee. He is 
a past president of the Michigan Electric Association 
and the American Marketing Association, Michigan 
Chapter. He is chairman of the Public Relations 
Advisory Committee, Michigan Economic Develop- 
ment Commission and a director of the Detroit Sales 
Executives Club. 


ADVERTISING COMMITTEE 


The Advertising Committee, under the Chairmanship 
of W. E. PIERCE, Director of Advertising for Common- 
wealth Edison Co., provides advertising assistance to the 
various EEI committees which conduct national adver- 
tising programs or prepare advertising for use by local 
companies. 


Chairman W. E. PIERCE is Director of Advertis- 
ing for Commonwealth Edison Co. He is a graduate 
of Indiana University. After leaving school, he 
went into newspaper work in Indiana. He joined an 
Insull publicity group in Chicago in 1927. Mr. Pierce 
was employed by the Public Service Co. of Northern 
Illinois as an advertising copy writer in 1937 and 
was named advertising manager in 1946. Upon the 
merger of PSCNI and Commonwealth Edison in 
1954, he became Director of Advertising. He has 
served on the EEI Advertising Committee since 1956. 


AREA DEVELOPMENT COMMITTEE 


Because this is the only phase of the electric utility 
business in which there may be direct competition 
among the member companies, the Area Development 
Committee, under the Chairmanship of R. P. LEE, Area 
Development Manager, The Connecticut Light & Power 
Co., has an interesting element added to the normal role 
of Institute committees. 

Historically, electric utility companies, as well as the 
railroads, have concerned themselves with industrial 
development activities since before the turn of the cen- 
tury. Promotion of the economic development of service 
areas has been a logical and obvious concern of the 
companies and participation has varied as need or other 
individual circumstances dictated. 

Other agencies involved in programs of development 
have traditionally included some local and state cham- 
bers of commerce, industrial foundations and official 
state or county departments of government. 

There are literally thousands of agencies hard at work, 
dedicated to the promotion of particular areas in this 
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competitive struggle for new industry and other forms 
of economic growth. 

Today, more than 100 member companies have organ- 
ized departments or personnel directly concerned with 
area development, and budgets to support their activities 
vary from insignificant amounts to six figure sums. 
Space advertising, films and direct mail services are 
used by some of the member companies with formal 
programs or departments. The number of personnel in- 
volved with the individual companies varies widely. Cen- 
tral staffs of as many as 20 persons, and field support 
personnel in large numbers, are used by some companies, 
while others may be represented in this work by only 
one or two individuals. 

During 1959 a major project of the EEI Area Devel- 
opment Committee was the planning and execution of 
the Sixth Annual Area Development Workshop, held 
Oct. 20-21 at Phoenix, Ariz. The program included 
presentations by area development authorities from 
within and outside the industry and provided oppor- 
tunity, as in the previous sessions, for exchange of ideas 
and better acquaintance with colleagues in competition. 
Following the workshop session, a regular meeting of 
the full committee was held at Phoenix. 

Several mailings of pertinent information were made. 
A booklet—“The Key to our Community’s Future’— 
Was prepared and published to serve as a tool in the pro- 
motion of better community planning and to supplement 
showings of the committee’s 1958 film production, “Plan 
for Prosperity.” Sales of the latter continued through 
1959, and as of Sept. 1, 99 prints of the film had been 
produced. 

It is contemplated that the 1959-1960 year will include 
planning for a 1960 workshop. Subcommittees are con- 
cerned with several significant problems of member in- 
terest including information, inter-agency cooperation, 
etc. Task forces such as movie, planning booklet and 
workshop are organized as needed. A notable addition 
to this year’s subcommittee roster is the Recreational 
Development Subcommittee, under the Chairmanship of 
Horace Brewer of Consumers Power Co. 

Through the United States Chamber of Commerce, 
EEI was invited to supply data from the investor-owned 
electric companies on their provision of recreation facili- 
ties for public use. The Area Development Committee 
was asked to set up the task force to coordinate this 
important study. 

Chairman R. P. LEE is Area Development Man- 
ager of The Connecticut Light & Power Co. He 
was graduated in 1933 from Lehigh University with 
a degree in electrical engineering. He first joined 
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CL&P in 1927, before college. He returned in 1936, 
and left again in 1942 to become superintendent 
of The Waterbury (Conn.) Buckle Co., returning to 
CL&P in 1951. As Area Development Manager, Mr. 
Lee is charged with the coordination of the utility’s 
industrial development program. Mr. Lee was active 
in organizing the Connecticut Development Credit 
Corp., and served for 10 months as its executive 
manager. He is also a member of the Connecticut 
Development Commission, having served as_ its 
chairman from August 1955 to July 1958. Mr. Lee 
is chairman of the Industrial Development Com- 
mittee of The New England Council, a director of 
the American Industrial Development Council, a 
member of the Finance Committee, and a former 
member of the Economic Policy Committee of the 
United States Chamber of Commerce. 


LIVE BETTER ELECTRICALLY 
POLICY COMMITTEE 


The Board-appointed, 10-man Live Better Electrically 
Policy Committee, under the Chairmanship of G. W. 
OUSLER, Vice President of Duquesne Light Co., has the 
responsibility of planning and directing the National 
Electric Living Program. This program, to be known 
in 1960 as the Live Better Electrically Program, will 
continue to promote the sale of electricity through elec- 
trical appliances, better wiring (HOUSEPOWER), 
lighting (Light for Living) and Medallion Homes by 
means of national advertising on television, radio and in 
top-circulation magazines. LBE will provide leadership 
for the industry in these promotional programs. 


Chairman G. W. OUSLER is Vice President of the 
Duquesne Light Co. Following his graduation from 
Massachusetts Institute of Technology in 1916, he 
became a member of the Engineering Department of 
Duquesne Light where his subsequent positions in 
engineering and sales capacities included those of 
director of sales engineering, manager of rates and 
retail sales and general sales manager. He was 
named vice president in charge of sales in 1942, 
Long active in EEI committee work, Mr. Ousler 
served for two years as Commercial Division Chair- 
man. He is also a former president of the Pennsyl- 
vania Electric Association. 


MARKET RESEARCH COMMITTEE 


The Market Research Committee, inactive for a few 
years, has been re-established under the Chairmanship 
of C. W. MEYTROTT, Vice President, Consolidated Edison 
Co. of New York, Inc. The committee is responsible for 
developing and placing in operation a program with 
these objectives: 

@ Assemble, interpret and disseminate information 
on the activities of member companies. Use and report 
the market research results obtained by manufacturers, 
trade associations and allied interests. 

@ Aid member companies in the techniques of local 
market research through seminars, articles and other 
appropriate means. 

@ Suggest fields of needed load characteristic research 
to AEIC and interpret their findings in terms of market. 

@ Consult with other EEI committees to provide in- 
formation or guidance upon which sales promotion pro- 
grams may be based. 

@ Evaluate the effectiveness of the several national 
KEI programs when sufficient time has elapsed to make 
an objective evaluation. 

Frequent meetings of the committee are scheduled. 
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Chairman C. W. MEyTROTT is Vice President of 
Consolidated Edison Co. of New York, Ine. Follow- 
ing graduation from Massachusetts Institute of 
Technology in 1927 he joined Florida Power Corp. 
as power sales engineer. In 1931 he went with Ohio 
Electric Power Co. as manager of the Power and 
Industrial Department. He joined Con Edison in 
1933 as commercial engineer. As manager of various 
Edison bureaus he has been in charge of both sales 
and engineering activities. He concentrated on gov- 
ernment contract matters during and following 
World War II until he became assistant general 
sales manager in 1951. He was named assistant 
vice president in 1953 and vice president of sales, 
customer relations and steam service in 1957. He is 
a member of the EEI Sales Division Executive 
Committee. 


SALES PERSONNEL AND 
TRAINING COMMITTEE 


The Sales Personnel and Training Committee, under 
the Chairmanship of G. J. STEFFEN, Executive Assistant, 
Sales Department, Union Electric Co., will promote and 
sell the new “Profit-Building Appliance Sales Training 
Course” during the coming year. The course, which is 
designed to serve indefinitely and will help train experi- 
enced as well as new appliance salesmen, is divided into 
five parts, each part consisting of 10 charts, a leader's 
guide, and a salesman’s manual. 

The subject matter covered in the course consists of 
the following: 

Basic sales training, which covers treatment of the 
basic fundamentals of selling, including need, solution, 
assurance, value and close of the sale. In addition, spe- 
cial treatment is given to the electric range, the water 
heater, the two-zone refrigerator and the clothes dryer. 

The salesman’s manual is pocket-size and contains 
helpful and useful information. 

The committee has under consideration the publica- 
tion of a manual on “How to Sell Electric Comfort 
Heating for the Home.” The material for this manual 
was reviewed by the Sales Personnel and Training Com- 
mittee during October. It is the objective of the commit- 
tee to reach agreement and arrange for publication of 
this heating manual as soon as possible. 

The scope of the Sales Personnel and Training Com- 
mittee is as follows: 

“The committee is responsible for initiating, develop- 
ing and preparing sales training materials and programs 
when the need has been established, and revising them 
when necessary. The committee is further responsible 
for developing and preparing sales training materials 
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and programs as requested and in cooperation with other 
EEI committees. In addition, the committee is charged 
with the responsibility of studying and reporting on 
miscellaneous problems in connection with sales and pro- 
motional personnel.” 


Chairman G. J. STEFFEN, Executive Assistant, 
Sales Department, Union Electric Co., joined the 
electric utility company in 1929 as an outside ap- 
pliance salesman. In 1936 Mr. Steffen was appointed 
sales supervisor of the three outside appliance sales 
crews. He was transferred to the Commercial Divi- 
sion in 1941 and to the Residential Division in 1946. 
In 1948 he was promoted to assistant supervisor, 
sales offices, and he was appointed to his present 
position in 1951. Mr. Steffen has been a member of 
the Sales Personnel and Training Committee since 
1952. He is active in civic and church organization 
work. 


COMMERCIAL GROUP 


In the EEI Commercial Group, under the Chairman- 
ship of L. T. CALE, Manager, Commercial Sales, Ala- 
bama Power Co., all four committees—the Commercial 
Lighting Committee, Commercial Cooking and Water 
Heating Committee, Electric Space Heating and Air 
Conditioning Committee, and Street and Highway Light- 
ing Committee—have planned programs and activities 
which will be most helpful to utility companies. Follow- 
ing are the programs of these committees. 


Chairman L. T. CALE is Manager, Commercial 
Sales, Alabama Power Co. After graduating from 
Alabama Polytechnic Institute in 1926 with a degree 
in electrical engineering, Mr. Cale joined Birming 
ham Electric Co. He served in various capacities 
until he was promoted to sales manager—Commer- 
cial Sales Department. When Birmingham Electric 
merged with Alabama Power in 1952, he became 
Manager, Commercial Sales, for Alabama Power. 
Mr. Cale is a Past Chairman of the EEI Commercial 
Cooking and Water Heating Committee. He has 
been active in the Southeastern Electrical Exchange 
and is currently chairman of the Program Com- 
mittee, Alabama Section, Illuminating Engineering 
Society. He is a member of various business, fra 
ternal, civic and charitable organizations. 


Commercial Cooking and Water 
Heating Committee 


The Commercial Cooking and Water Heating Commit- 
tee is under the Chairmanship of J. L. BEAVER, Commer- 
cial Sales Manager of Pennsylvania Electric Co. and 
Metropolitan Edison Co. This committee will continue 
to assume the leadership in promoting commercial elec- 
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tric cooking and water heating in 1959-1960 through di- 
rect mail, advertising and other promotional programs. 

The committee plans a commercial electric cooking 
promotion that will assist in offsetting competition and 
will pioneer new markets. Every effort will be made to 
coordinate and strengthen this product information pro- 
gram by encouraging and enabling the sales allies, the 
manufacturers and dealers, to support this program with 
direct mailing, advertising and promotional campaigns 
coordinating such activities with similar programs of 
utility companies. This year stress will be on “total elec- 
tric service” for the drive-in restaurant, hotel and other 
food service establishments. 

Special effort will be made to strengthen the Industry 
Cooperative Program with cooking equipment manufac- 
turers whereby knowledge of new products and new 
methods for “profit making’ are brought to the food 
service trade through group demonstrations and industry 
shows. Architects, engineers, consultants and others in 
positions of market influence will be included in the 
program. 

Direct mail will be prepared featuring actual case his- 
tories publicizing and selling electric cooking through the 
influence of “‘nationally known” users. Mailers stressing 
advantages and profits will show adaptability of electric 
cooking equipment for all types and sizes of customers. 

Effort will be continued to unify the utility sales front 
in selling the electric cooking market through periodi- 
cally interchanging successful sales promotional practices. 

The “Commercial Cooking and Water Heating Guide,” 
prepared by the committee last year, will be expanded to 
include a variety of case studies and additional facts on 
large-size water heating installations, i. e., schools, de- 
partment stores and buildings. Two mailers will be pre- 
pared stressing the inherent features and advantages of 
electric water heating. 

Data sheets on commercial cooking and water heating 
will be revised to make them more useful. They will be 
available for purchase by utilities for use as sales tools 
and for distribution to sales allies. Their use will be en- 
couraged particularly with engineers, architects and 
equipment dealers. 

The industry communications will be improved through 
news bulletins, trade letters and publicity on electric 
commercial cooking gains. The committee will be alert 
to opportunities to stimulate sales of commercial elec- 
tric cooking and water heating. 

It is proposed that the committee will organize a com- 
mercial cooking agency within the committee to coordi- 
nate and promote the mutual interests of the utilities, 
manufacturers and other allies. The purpose of this 
agency will be to promote aggressively and sell commer- 
cial electric cooking in all segments of the food service 
industry. 

This program will help to encourage and further a 
national advertising activity, a coordinated promotional 
program with the scheduling of national advertising and 
sales campaigns as nearly as possible during the same 
periods. This agency will also have as one of its missions 
the creating of a national slogan to boost further com- 
mercial electric cooking. A special steering committee 
has been appointed to investigate and study the possi- 
bilities of such an agency. 


Chairman J. L. BEAVER is Commercial Sales Man- 
ager of Pennsylvania Electric Co. and Metropolitan 
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Edison Co. After studying electrical engineering at 
Syracuse University and Brooklyn Polytechnic In- 
stitute, he joined the Westchester Lighting Co. in 
1929. From 1930-1935 he was a cooking and heating 
specialist with Brooklyn Edison Co. In 1935 Mr. 
Beaver joined Metropolitan Edison as commercial 
sales manager. After serving four years in the U.S 
Army as a captain in the Corps of Engineers, he 
returned to Metropolitan in 1946. In 1954 he was 
named to his present post. He has been active in 
the Pennsylvania Electrical Association and for five 
years was a member of the committee he now directs 


Commercial Lighting Committee 


The Commercial Lighting Committee is under the 
Chairmanship of G. J. GILLEN, Supervisor of Lighting 
Division, Sales Department, Consolidated Edison Co. of 
New York, Inc. The committee has realized from the 
announcement of the new standards of lighting levels set 
by the Illuminating Engineering Society that a great 
potential exists for lighting promotion in the commercial 
market. 

The committee plans a promotion which would permit 
member companies to gain the revenue available through 
additional lighting installations. Among the aids pro- 
posed are a 16-mm color sound movie, a sound slide 
script and necessary mailers to promote and sell the cus- 
tomers modern lighting. 

The matter of promoting and gaining public acceptance 
of the new lighting levels is uppermost on the list of the 
committee’s objectives. 

A recently completed project available now to member 
companies is the booklet, “Twenty-Four Merchandising 
Ideas,” which is offered as a premium-type lighting piece. 
The acceptance of premium mailers, such as “We the 
People,” indicated that there was a need for another 
piece of this type. A new issue of the lighting equipment 
catalogue is being developed. It will be an excellent 
those desiring demonstrational material to 
promote additional lighting sales. 

The committee has continued its cooperation with the 
National Lighting Bureau and its Eye-Fi program. The 
committee, in general, has stepped up its program to sell 
additional lighting. The program will be national in 
scope and will provide an additional sales tool to the 
entire commercial market. 


source to 


Chairman G. J. GILLEN is Supervisor of Lighting 
Division, Sales Department, Consolidated Edison Co. 
of New York, Inc. He joined the Brooklyn Edison 
Co. before it merged with Con Edison in 1940. He 
served as a captain in the U. S. Army during World 
War II. Returning to Con Ed, he became a sales busi- 
ness representative in 1946. He received his present 
appointment in 1956. Mr. Gillen is a member of the 
Better Light Better Sight School Service Committee 
and the Illuminating Engineering Society. 


Electric Space Heating and 
Air Conditioning Committee 


The Electric Space Heating and Air Conditioning Com- 
mittee, under the Chairmanship of L. E. BLADEs, Com- 
mercial Sales Specialist, Arkansas Power & Light Co., 
has many activities scheduled for 1959-1960. 

G. D. LEACH, JR., Tampa Electric Co., is a one-man 
“committee” concerned with the “Sales Planner,” a “case- 
history” publication of the Sales Division. He has been 
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instrumental in having a large number of articles writ- 
ten during the past year and has several on hand or 
planned for the forthcoming year. 

The Competitive Service Subcommittee, under the 
Chairmanship of H. T. Yorp, Georgia Power Co., plans 
to distribute information on fossil-fuel air conditioning 
and heating equipment, relating to initial cost, operating 
cost, maintenance cost, operating efficiencies, operating 
troubles, technical information on new equipment and 
plans for this equipment. Similar information on heat 
pumps and resistance heating also will be released. This 
year materials will be released to all member companies 
instead of only to companies with members on the 
ESHAC Committee. 

HUGH ROBERTS, Alabama Power Co., is Chairman of 
the Special Studies Subcommittee. This group plans 
to rewrite three chapters and to write two new chapters 
for the EEI handbook, ‘Application of Electrical Equip- 
ment in Commercial Establishments.” Also planned is 
the publication of the “Heat Pump and Electric Space 
Heating Handbook.” 

The Sales Promotion Subcommittee is under the Chair- 
manship of J. B. NAPIER, American Electric Power Ser- 
vice Corp. It plans to screen specific sales information 
developed by member companies to obtain outstanding 
ideas which will be circulated to all companies. Several 
sales pieces will be developed. 

The Technical Projects Subcommittee, under the Chair- 
manship of J. F. LOWERY, Philadelphia Electric Co., has 
five projects on the 1959-60 calendar. They are: to con- 
tinue investigation of accuracy of procedures for esti- 
mating energy and fuel consumption; study practical ap- 
plication of the “Weather Data for Humidity Control 
on Air Conditioning”; consideration of simplified meth- 
ods for computing annual energy usage for heat pumps; 
detailed study of reports, “Heat Pump Data Sheets” and 
“Electric Resistance Space Heating Data Sheets on Com- 
mercial Establishments”; circulate a questionnaire for 
catalogue file of tests on space heating by member 
companies. This subcommittee is considering a study of 
standardization of testing and metering procedures. 

The Sales Training and Education Subcommittee, un- 
der the Chairmanship of S. S. SANSBURY, Union Electric 
Co., has three specific projects for the committee year. 
The expansion and completion of the church heating 
report is to include on the data sheet both applications of 
the resistance heating, as well as heat pumps, by climatic 
zones, with a full commentary on the building construc- 
tion. These reports are to be available by April of 1960. 
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It is also planned to set up the necessary procedure to 
put out a newsletter at least three times during this year 
giving comments on or reference to articles and informa- 
tion on sales education and training in new develop- 
ments, products, programs and markets. This, it is felt, 
will keep the member utilities abreast of all current 
happenings. 

Development of a data sheet to be sent out early next 
year to collect information on electric heating applica- 
tions of large buildings, such as shopping centers, audi- 
toriums and office buildings, is planned. 


Chairman L. E. BLADES is Commercial Sales Spe- 
cialist, Arkansas Power & Light Co., and a graduate 
of Oklahoma University. After serving as an in- 
fantry sergeant in the ETO during World War II, 
he joined AP&L in 1947 as a clerk at Hot Springs. 
He subsequently served as salesman, customer ser- 
vice representative, commercial service representa- 
tive, commercial sales representative and in 1953 
was named to his present post. 


Street and Highway Lighting Committee 


The Street and Highway Lighting Committee, under 
the Chairmanship of L. H. LINGEMANN, Manager, Mu- 
nicipal Sales Department, Duquesne Light Co., is con- 
tinuing its work on the publication of a Street Lighting 
Manual. It is now in preparation and should be available 
to utilities in 1960. 

A subcommittee on highway lighting, which has been 
active for the past several years, is continuing its work 
on keeping member companies informed of all phases of 
highway lighting developments. About 100 companies 
have designated correspondents who are receiving from 
the committee, photographs, testimonials, promotion 
methods, policies of highway departments and com- 
missions and other information in highway lighting 
activities. 

The committee is aware of the potential revenues to 
be derived from the increased sale of street and highway 
lighting and the need for promotional material which 
will help in developing this market. A subcommittee has 
been appointed to investigate present available promo- 
tional material and to develop other suitable material for 
member companies. It is hoped that this investigation 
and study will produce a street lighting sales kit which 
will be of value to member companies. 

The committee, within its membership, is closely fol- 
lowing developments in the fluorescent and mercury 
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fields, together with the applicable tariffs to meet vary- 
ing situations and the development of new types of 
control and utilization equipment. 


Chairman L. H. LINGEMANN is Manager, Munic- 
ipal Sales Department, Duquesne Light Co. In 1929 
Mr. Lingemann was employed in Duquesne’s Indus- 
trial Sales Department as a sales engineer. In 1934 
he was transferred to the newly organized Municipal 
Sales Group. He became director of municipal sales 
in 1937 and was named to his present post in 1953 
when the municipal activities were transferred from 
the Industrial Sales Department. A registered pro- 
fessional engineer, he is a member of the Engineers’ 
Society of Western Pennsylvania, the Illuminating 
Engineering Society, the Street and Highway Light- 
ing Committee of the Pennsylvania Electric Asso- 
ciation. 


FARM GROUP 


The Farm Group, under the Chairmanship of P. R. 
SCHEPERS, General Farm Service Supervisor of the Sales 
Division of Consumers Power Co., will develop the P2rm 
Better Electrically program into a more effective sales 
program, aimed at selling more electrically powered farm 
productive equipment. This would reduce labor cosi, in- 
crease farm profits for the farmer and, in turn, increase 
the kilowatt-hour consumption on farms. The group will 
work closer with electric company allies, developing a 
team of salesmen from all sections of the industry. “So 
long as there is a task on our farms which is being done 
by man that electricity can do better, we will not have 
reached our goal” is the objective of the group. 

In November, 1958, H. H. BEATY resigned as Rural 
Service Manager of Edison Electric Institute and in 
March, 1959, M. O. WHITHED was appointed to succeed 
him. While some ground was lost during this period, 
committees continued their work, completing it on sched- 
ule. The committee working on the “Farm Electric 
Sales Handbook” completed seven sections, plus several 
appendixes. These were printed and made available this 
fall. It is fast becoming a very valuable sales tool. 

The Farm Electrification magazine will continue to be 
published. Members of the Farm Group will be encour- 
aged to write stories for this publication and in so doing 
will help tell the story of what electric companies are ac- 
complishing in farm electrification. They will be encour- 
aged to make greater use of their magazine. 

The Farm Group held its organization meeting this 
fall. It has the largest membership in the history of 
the Institute—71 members. 


Chairman P. R. SCHEPERS, General Farm Service 
Supervisor of the Sales Division, Consumers Power 
Co., has been with that utility since 1936. He 
has served as a salesman in Lansing, farm service 
supervisor in Flint and in Jackson, and as assistant 
general farm service supervisor for the company 
until 1956, when he was named to his present posi- 
tion. He attended Alma College and Central Michi- 
gan College. He has been associated with the EEI 
Farm Group activities since 1947; was appointed 
to the Rural Youth Committee in 1953, and became 
Chairman of the Farm Sales Promotion Committee 
in 1955. 


Farm Development Committee 


L. T. WANSLEY, Chairman of the Farm Development 
Committee and Manager of the Rural Division, Georgia 
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Power Co., has appointed 12 subcommittees. Four of 
these groups are revising four sections of the “Farm 
Electrification Manual.” Another group will study what 
is being done in farm electrification research today and 
what will be required in research in the future. Others 
are working on educational materials on farm wiring, 
4-H and teaching aids for FFA. 


Chairman L. T. WANSLEY is Manager, Rural Divi- 
sion, Georgia Power Co. He received a B.S.A. from 
the University of Georgia in 1939; joined Georgia 
Power Co.’s Rural Division in 1941; served in the 
101st Airborne Division from January, 1942, through 
December, 1945, participating in all the division 
combat operations including the airborne “D Day” 
invasion of France and the airborne operation in 
Holland. He was division rural engineer, Athens 
Division, from 1946 through 1951 and was promoted 
to field supervisor of the company’s Rural Division 
in 1952. He became manager of this division in 1957. 
Mr. Wansley served as a member of the EEI Task 
Committee on Farm Publications. 


Farm Promotion Committee 


The Farm Promotion Committee, under the Chair- 
manship of VIRGIL MARVIN, Manager of the Rural Sales 
Department, The Toledo Edison Co., has six working 
subcommittees. They plan to publish three new handout 
and insert sales pieces. New sections for the ‘Farm Elec- 
tric Sales Handbook” will be developed and printed. 

A committee has been established to work on the 
Farm Better Electrically program and to help coordinate 
the sales activities of the National Electrical Manufac- 
turers Association with this national program. 

Plans are underway to study a national advertising 
program aimed at promoting electricity in farming. With 
EEI leadership many electrical manufacturers would buy 
supporting advertising, thus lending support to the farm 
press, all resulting in greater electrical sales. 

Chairman VIRGIL MARVIN, Manager, Rural Sales 
Department, The Toledo Edison Co., is a graduate 
of Michigan State University with a B.S. degree. 
He spent three years with the United States De- 
partment of Agriculture as a conservationist, seven 
years as a rural sales engineer and six years as 
field supervisor of the Rural Sales Department. He 
is a member of the American Society of Agricul- 


tural Engineers, member and vice chairman of the 
Ohio Farm Electrification Council. 


INDUSTRIAL POWER 
AND HEATING GROUP 


Under the Chairmanship of P. W. McCormick, Indus- 
trial Sales Manager, Union Electric Co., the Industrial 
Power and Heating Group, for the 1959-1960 committee 
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year, will emphasize sales promotion in all phases of its 
activity. These activities will involve: 

© New load-building opportunities of all types that 
will tend to increase net income and improve system 
load factor. 

® Specific promotional programs dealing with indus- 
trial lighting, industrial electric process heating and 
industrial electric space heating. 

® Study of current economic aspects with respect to 
competitive power and competitive fuels. 

e A program for the training and the stimulation of 
power sales engineers in more creative selling. 

® Cooperation with the Industrial Electrification 
Council in the promotion of industrial electric process 
heating and space heating and with the Better Light 
Better Sight Bureau in the promotion of the new higher 
lighting levels as recommended by the Illuminating En- 
gineering Society. 

In addition, the several committees and subcommittees 
will continue work of a recurring nature such as the 
revision of existing chapters of the ‘‘Power Sales Man- 
ual’ and the preparation of new chapters; the gathering 
and dissemination of information of competitive situa- 
tions (including also governmental competition), new 
power and heating applications, customer information 
programs, group selling techniques, direct mail adver- 
tising and other related subjects. 


Chairman P. W. McCormick, Industrial Sales 
Manager, Union Electric Co., is a graduate of the 
University of Missouri with a degree in electrical 
engineering. Following graduation from the uni- 
versity he joined Union Electric as a student en- 
gineer. He was assigned to the Sales Department 
where he served as commercial representative, light- 
ing specialist, industrial engineer and supervising 
industrial engineer. He has been in his present as- 
signment since 1948. Mr. McCormick is a registered 
professional engineer in Missouri and is active in 
the Sales Executives Association of St. Louis, the 
St. Louis Electrical Board of Trade and the Illumi- 
nating Engineering Society. He has been active in 
the Industrial Power and Heating Group since 1948, 
having served as chairman of various subcommittees 
and committees of the group. 


Competitive Service Committee 


The Competitive Service Committee, under the Chair- 
manship of R. W. BASCHNAGEL, Supervisor, Power Divi- 
sion, Commercial and Industrial Sales Department, 
Rochester Gas and Electric Corp., will conduct its activi- 
ties with the primary objective of promoting new and 
additional power loads and the retention of power 
loads already served by utility companies. This com- 
mittee will continue its study and report on all types 
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of competition for power supply. It will continue its 
analysis of the installation and the removal of private 
generating plants and absorption air conditioning in- 
stallations and will collect, correlate and disseminate 
information on operating costs, performance and equip 
ment costs of competitive equipment. 

The Steam Competition Subcommittee, under the 
Chairmanship of Q. Q. QUINN, The Connecticut Light 
& Power Co., will follow the developments in the private 
steam-electric generating plants and the competitive 
aspects of thermal fluids for space and process heating 
and for power generation. 

The Internal Combustion and Other Competition Sub- 
committee, under the Chairmanship of W. P. LYMAN, 
Carolina Power & Light Co., will continue to study 
the competitive aspects of diesel-electric generation and 
the developments in the gas turbine and atomic power 
fields as applied to industrial power generation. It will 
assemble and disseminate informaticn on governmental 
competition. 


Chairman R. W. BASCHNAGEL is Supervisor, 
Power Division, Commercial and Industrial Sales 
Department, Rochester Gas and Electric Corp. He 
received a degree in electrical engineering from 
Massachusetts Institute of Technology and joined 
RG&E in 1935 as industrial and commercial sales 
engineer. He served as a captain of anti-aircraft 
artillery during World War II. He returned to 
RG&E in 1945 and was promoted to his present 
position in 1950. He holds a New York State pro- 
fessional engineer’s license. He has been active in 
the Electrical Association of Rochester, the AIEE 
and in Rochester community affairs. An active 
member of the New York State Society of Profes- 
sional Engineers, he has been a member of the EEI 
Industrial Power and Heating Group since 1952. 


General Power and Heating Committee 

The General Power and Heating Committee, under 
the Chairmanship of J. H. AHRENS, Industrial Sales 
Manager, The Hartford Electric Light Co., will have as 
its main objective the stimulation of interests in, and the 
active promotion of, new and additional loads with em- 
phasis on improving load factor. The committee will 
study and dissiminate information on industrial power 
uses and report on new power-using equipment for 
industry; report on electrical problems affecting indus- 
trial customers, cooperate with and provide information 
as may be needed by other committees, and study in- 
dustrial markets for opportunities to increase power 
sales. This committee functions through three sub- 
committees : 

The Electric Heating Subcommittee, under its Chair- 
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man, F. F. DICKMANN, West Penn Power Co., cooperates 
with the Industrial Electrification Council on all pro- 
grams for the development of industrial electric process 
heat and space heat in industry; studies and distributes 
information on the development and the application of 
industrial electric heating devices, and initiates new or 
revised chapters in the “Power Sales Manual” which 
are devoted to electric heating applications. 

The Applications and Equipment Subcommittee, un- 
der the Chairmanship of S. L. CHAPIN, Public Service 
Electric and Gas Co., will continue its study and inves- 
tigation of new power applications other than those for 
electric process and space heating and lighting; will 
investigate load-building possibilities of comfort and 
process cooling in industry; will keep abreast of the 
developments in gas and steam air conditioning; will 
investigate and report developments in the field of 
automation, and will review chapters in the ‘Power 
Sales Manual” for possible revision and will initiate 
new supplements as may be required. 

The Industrial Lighting Subcommittee, with J. F. 
MorRTON, New Orleans Public Service, Inc., as its Chair- 
man, will review various promotional programs in the 
field of industrial lighting; study and arrange for addi- 
tional direct mail promotional material; continue par- 
ticipation in industrial lighting conferences with lamp 
manufacturers for the benefit of industrial power sales- 
men; investigate and report on new lighting methods 
and equipment, and cooperate with the Better Light Bet- 
ter Sight Bureau in promoting new levels of illumina- 
tion as recommended by the Illuminating Engineering 
Society. 


Chairman J. H. AHRENs is Industrial Sales Man 
ager, The Hartford Electric Light Co. After he 
was graduated from Yale, he spent 12 years on 
engineering, estimating and cost analysis of indus- 
trial plant distribution systems. He has 27 years 
experience in the utility field, including seven years 
with United Illuminating Co., New Haven, and 20 
years with Hartford Electric. With this utility he 
has been technical engineer in the Distribution De- 
partment, industrial power consultant in the Sales 
Department, and Industrial Sales Manager. Mr. 
Ahrens is active in professional and community or- 
ganizations. 


Industrial Sales Methods 
and Development Committee 


The Industrial Sales Methods and Development Com- 
mittee, under Chairman A. D. SPILLMAN, Assistant 
Manager, Sales Applications Department, Philadelphia 
Electric Co., will have as its primary objective the pro- 
motion of new and additional lighting and power loads 
by the use of improved sales methods and the proper 
training of personnel. The committee is responsible for 
the accumulation, study and dissemination of informa- 
tion pertaining to industrial sales promotional methods; 
sales organizations; personnel and training; cooperation 
with sales allies, and the development of sales programs 
and techniques designed to increase industrial electric 
power sales. 

The Development and Training Subcommittee, under 
its Chairman, G. R. BLACK, Wisconsin Electric Power 
Co., will have as its responsibility the study and devel- 
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opment of methods used to improve the knowledge, in- 
formation and sales techniques of the personnel of indus- 
trial sales organizations. It will investigate, study and 
develop a study course for power salesmen; study and 
investigate information on industrial sales training pro- 
grams; collect, study and develop information on specific 
training programs in cooperation with equipment manu- 
facturers, distributors, dealers, architects, consulting 
engineers and electrical contractors. It will cooperate 
with other EEI committees and with the Industrial 
Electrification Council. 

The Sales Methods and Development Subcommittee, 
with J. M. TURNBULL, Western Massachusetts Electric 
Co., as Chairman, will collect, study and disseminate 
information on sales methods and policies, methods to 
secure cooperation between industrial sales organiza- 
tions and others; investigate individual sales programs, 
industrial markets and opportunities; cooperate with the 
Area Development and other EEI and IEC Committees, 
and recommend revisions in certain “Power Sales Man- 
ual” chapters. 


Chairman A. D. SPILLMAN, Assistant Manager, 
Sales Applications Department, Philadelphia Elec- 
tric Co., was graduated from Lehigh University with 
a degree in metallurgical engineering. Mr. Spillman 
previously was chairman of the IEC Electric Heat- 
ing Committee. He has served as program chairman 
of the IEC Industrial Electric Heating Conference, 
as chairman of the IEC heating division and last 
year was made a member of the IEC Planning Com- 
mittee. Mr. Spillman is a member of many other 
business, professional and civic groups. 


RESIDENTIAL GROUP 


The Residential Group, under the Chairmanship of 
R. G. MACDONALD, Vice President—Marketing, West 
Penn Power Co., is composed of the Residential Appli- 
ance Promotion, Residential Electric Heating and Air 
Conditioning, Residential Lighting Promotion, Residen- 
tial Wiring Promotion and Home Service Committees. 

The primary responsibility of the Residential Group is 
the development and administration of the EEI-spon- 
sored national Live Better Electrically Program, with 
the basic objective of selling more electric appliances, 
more wiring and more lighting in the homes of America. 
Included in this responsibility are: 

® The establishment of close contact and liaison with 
all interested trade allies, so that all segments of the 
industry may gain maximum benefit from the program. 

® The establishment of research to measure and eval- 
uate the program’s effectiveness. 

The Live Better Electrically Program is made up of 
three phases, and each of these phases becomes the 
responsibility of one of the Residential Committees. 


Chairman R. G. MACDONALD, Vice President- 
Marketing, West Penn Power Co., was graduated 
from the University of Pittsburgh in 1931 with a 
B.S. degree in electrical engineering. Upon gradua- 
tion, he joined West Penn Power and, after some 
years in lines and construction work, he became 
successively district manager, division manager, as- 
sistant vice president, manager of general services, 
and in 1955 Vice President-Marketing. He has been 
active in a number of trade, professional and com- 
munity groups. He is now a member of the EEI 
Sales Division Executive Committee, EEI Awards 
Committee, Sales Executives’ Conference, Pennsyl- 
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vania Industrial Development Authority Board, 
Illuminating Engineering Society, a director of the 
Electric League of Western Pennsylvania and 
= of the United Fund of Central Westmore- 
and. 


Home Service Committee 


The Home Service Committee, under the Chairman- 
ship of Miss JuDITH E. O’FLAHERTY, Director of the 
Home Service Section, Philadelphia Electric Co., has 
work interests in all of the Residential Committees. The 
committee is designed to supplement the activities of 
Residential committees, and accomplishes this by assign- 
ing members to sit with and participate in the activities 
of the other four committees. In addition, the committee 
will continue to conduct the annual Women’s National 
Live Better Electrically Conference and to disseminate 
information through the Home Service Exchange. 


Chairman JupDITH E. O’FLAHERTY is Director of 
the Home Service Section, Philadelphia Electric Co. 
A graduate of Drexel Institute of Technology with a 
major in dietetics, she was a hospital dietitian before 
she entered the utility field. She has been a member 
of the EEI Home Service Committee for four years. 
She is a member of the American Dietetics Associa- 
tion, Home Economist in Business and Electrical 
Womens’ Round Table. She was president of the 
latter group. 


Residential Appliance Promotion Committee 


The Residential Appliance Promotion Committee is 
under the Chairmanship of E. J. HURLEY, Director of 
Residential and Rural Sales, The Detroit Edison Co. It is 
responsible for that phase of the program specifically 
aimed at increasing the awareness of electric living and 
stepping up the sale of electric appliances, in both the 
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new and existing home markets, through the Appliance 
and Medallion Home Program. 


Chairman E. J. Hurtey, Director of Resi- 
dential and Rural Sales, The Detroit Edison Co., 
has been with the company since 1926. During the 
33 years that he has been with the utility, he has 
held many positions. In 1929 he was appointed a 
clerk in sales and in 1931 became an office manager. 
He was appointed supervisor of the company’s sales 
training school in 1945 and later that year became 
assistant supervisor of the commercial office divi- 
sion. Before he assumed his present position in 
1955, Mr. Hurley was supervisor of the special ser- 
vices division and later supervisor of promotion. 


Residential Electric Heating 
and Air Conditioning Committee 


The Residential Electric Heating and Air Conditioning 
Committee is under the Chairmanship of J. H. K. 
SHANNAHAN, Assistant Vice President, American Elec- 
tric Power Service Corp. The committee was formed 
as the result of the growing interest in electric space 
heating and the consequent need for added emphasis 
on this vital phase of electric distribution. The com- 
mittee work will parallel that being done by the Electric 
Space Heating and Air Conditioning Committee in the 
commercial field, but will be devoted entirely to the 
promotion of residential heating. 

Tentative plans for 1960 recognize the need for addi 
tional effort to educate the consumer in the facts of 
electric heating and for the education of salesmen in 
the selling of electric heating. To fill these needs con- 
sumer promotion material is being planned and a sales 
training course for heating salesmen is already under 
development. 

Chairman J. H. K. SHANNAHAN, Assistant Vice 
President, American Electric Power Service Corp., 


is a 1934 graduate of Princeton University. He 
has been in the utility business since that time. He 
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joined AEP Service Corp. in January, 1959, in his 
present post. Mr. Shannahan, after graduating 
from Princeton, joined Indianapolis Power Co. and 
served with Public Service Co. of Indiana. He then 
was associated with Indianapolis Service Corp., a 
predecessor company of the Indiana and Michigan 
Electric Co. He remained with Indiana and Michi- 
gan Electric until his present assignment. 


Residential Lighting Promotion Committee 


The Residential Lighting Promotion Committee, under 
the Chairmanship of J. R. WATERS, Residential Promo- 
tion Manager, Monongahela Power Co., is responsible 
for that phase of the program aimed at selling more 
lamps and fixtures in both new and existing homes 
by creating an awareness of good lighting among archi- 
tects and builders, and by building a desire for better 
home lighting by consumers. 

Each phase of the program tends to supplement and 
complement the other phases, and all phases are tightly 
woven together in what becomes one single total Live 
Better Electrically Program. Thus, very close coordina- 
tion and liaison are carried on among the Residential 
Group Committees. 


Chairman J. R. WATERS is Residential Promotion 
Manager of Monongahela Power Co. A graduate of 
West Virginia University, he joined Monongahela 
Power in 1929 as appliance sales supervisor. From 
1932 to 1933 he was a special representative for 
Marietta Electric Co., a subsidiary of Monongahela 
Power. He moved to the company’s headquarters as 
domestic sales supervisor when the Residential Pro- 
motion Department was organized in 1933 and as- 
sumed his present position in 1937. Mr. Waters 
served as the EEI representative on the National 
Adequate Wiring Bureau Planning Committee dur- 
ing World War II, was an EEI Kitchen and Laundry 
Committee member in 1952. He was a member of 
EEI Dealer Coordination Committee from 1947 to 
1956, and served as chairman of the committee from 
1955 to 1956. He was a member of the Residential 
Lighting Promotion Committee from 1958 to 1959. 


Residential Wiring Promotion Committee 


The Residential Wiring Promotion Committee, under 
the Chairmanship of J. R. FURBER, General Sales Man- 
ager, Northern States Power Co., has the responsibility 
for the phase of the program which will continue mass 
education of home owners on the need for and benefits 
of more wiring, and to increase the sale of more wiring 
capacity in homes. 

Chairman J. R. FURBER has been General Sales 
Manager, Northern States Power Co., since 1948. 
He received a degree in electrical engineering from 
the University of Minnesota in 1924 and an LL.B. 
from Minneapolis- Minnesota College of Law in 1948. 
He was employed by NSP in 1924 as a student 
trainee and was a sales engineer from 1925 to 1942, 
when he was named manager, municipal and resale 
section, general sales office. He has served on these 
EEI Committees: Street Lighting, Sales Personnel 
and Training, Area Development, Residential Wir- 
ing Promotion, Sales Division Executive, and Resi- 
dential and Farm Policy. 

(This concludes the series of brief articles covering 
the projected activities of EEI Committees for 1959- 
1960. A survey of activities of the Committees reporting 
directly to the EEI Board, and Customer, Employee and 
Investor Relations Division, General Division and Engi- 
neering and Operating Division Committees appeared 
in the October, 1959, EEI BULLETIN.) 
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U.S. to Keep Power Lead Over 


Russia, Joint Committee to Be Told 





The Beloyarsk power plant now being constructed by 
the Soviet Union in the Urals will have a 100,000-kilo- 
watt boiling water reactor. The site was visited by 
the U. S. power specialists on their latest USSR trip. 


In Siberia, the U. S. power team witnessed construc- 
tion at the Bratsk dam which will have a capacity of 
4,500,000 kw. Upper and lower part of reinforcement 
are welded together above the ice and put into hole. 


Vennard to Testify This Month Before Senate-House Economic Group 


After Two-Stage Inspection of Electric Facilities in the Soviet Union; 


USSR Team Ends Tour of U.S. Power Systems and Manufacturing Plants 


total national industrial productive capacity, will 
lag considerably behind that of the United States 
for at least the foreseeable future, Edwin Vennard, 
Vice President and Managing Director of EEI, will tell 
the Subcommittee on Economic Statistics of the Joint 
Senate-House Economic Committee. 
His study was prepared for hearings on “Comparisons 
of U. S.-Soviet Economic Growth,” being held this 
month, and was released late in October. 


BE cua « production of electricity, an indicator of 


Two Inspection Tours 


Basing his testimony on information gathered during 
a two-stage inspection tour of Soviet electrical facilities 
recently completed by a team of U. S. electric power 
experts, Mr. Vennard stated that at the end of 1958 
Russian power capacity was 53,100,000 kilowatts while 
the United States had 160,219,000 kw. 

In his paper, Mr. Vennard noted that the American 
inspection team had visited one of the two nuclear 
power stations in operation in the Soviet Union, as well 
as two of the three nuclear stations presently under con- 
struction. 

In the United States there are now three atomic power 
plants in operation with a total electrical capacity of 
72,500 kw, Mr. Vennard pointed out. “The 16 atomic 


plants in which electric power companies are partici- 
pating will have a combined capacity of about 1,400,000 
kw and will require an estimated expenditure by the 
companies of more than $570 million,” he said. In ad- 
dition, the companies are carrying on 11 major research, 
development and study projects. One hundred thirty-one 
electric companies are participating in one or more of 
these 27 projects aimed at making nuclear energy a 
practical, economic source of electric power. 

“The atomic power program in Russia is still in the 
research and development stage, just as it is in the 
United States,” Mr. Vennard reported. “Russia does not 
plan any large-scale development of atomic power plants 
until it is possible to make energy from atomic fuels 
as economically as from conventional fuels.” 


Steam and Hydro Production 


In both Russia and the United States, about 81 per- 
cent of power production is generated by steam and 19 
percent by hydro, Mr. Vennard said. Because hydro- 
electric plants are more expensive and take longer to 
build, the Russians plan to increase the proportion of 
steam generation. By 1965 the Soviet Union expects to 
have 85 percent of its electric power production in steam 
plants and 15 percent in hydro stations. 
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This is an artist’s conception showing how the Bratsk 
dam and hydro station in Siberia will look when com- 
pleted. The dam is being built on the Angara River 
and will have a capacity of 4,500,000 kw, according to 
Soviet reports. U. S. power team visited this site. 
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The Cherepetz thermal station outside Moscow is prob- 
ably the most modern operating in the Soviet Union. 
It operates at high pressures and temperatures, using 
low-grade brown coal as fuel. The capacity of this 
station is 450,000 kw. U. S. team saw this plant. 
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The first 400,000-volt substation in the Soviet Union 
receives power from the Kuibyshev hydro station on 
the Volga. From this substation, located outside Mos- 
cow, power is fed into the city’s electric power system. 
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President King Cites U.S. Gains 


Allen S. King, EEI President, in a message com- 
memorating the 80th anniversary of Thomas A. Edison’s 
development of the first practical incandescent lamp, 
pointed out that although the Russians are vigorously 
developing electric power, the United States is actually 
increasing its lead. 

“In 1957, U. S. capacity was 146,221,000 kw—nearly 
98,000,000 kw greater than the reported total for Russia 
of 48,350,000 kw. At the end of 1958, U. S. power ca- 
pacity was 160,219,000 kw—or some 107,000,000 kw 
more than the 53,000,000 kw of Russian capacity. Dur- 
ing 1958, when America was adding some 14,000,000 kw 
of capacity, Russia was increasing its capacity by 4,- 
650,000 kw—about one-third of the U. S. addition.” 

Mr. King said that Premier Nikita Khrushchev has 
announced a goal of 108,000,000 kw by 1965. “But by 
1965, the United States should have 245,000,000 kw,” 
the EEI President said. ‘The U. S. lead will then have 
increased to 137,000,000 kw.” 





Electricity Used for Industry 


In his study for the Congressional committee, Mr. 
Vennard said, “Russia places great emphasis on the 
building of industrial plants or the machinery of produc- 
tion.”” About 80 percent of the total production of elec- 
tricity in the USSR is used for industrial purposes. The 
remaining 20 percent is used by commercial establish- 
ments, homes and farms. 

The average home use of electricity in Russia is about 
400 kilowatt-hours a year, Mr. Vennard stated. In the 
United States the average home use in 1958 was about 
3400 kwhr. 

Mr. Vennard pointed out that the price of residential 
electricity in Russia is a flat 40 kopecks per kilowatt-hour. 
This is equivalent to four cents a kilowatt-hour for all 
use. ‘In America,” he said, “we follow the practice of 
providing a sliding scale rate for all use of electricity. 
For residential service this may start in the neighbor- 
hood of 4 to 6 cents a kilowatt-hour and scale down to 
1144 cents to 2 cents a kilowatt-hour. The average price 
of all residential electricity in the United States is about 
2.53 cents a kilowatt-hour.” 

“There are 52 power systems in all the USSR,” Mr. 
Vennard reported. Many of these are individual plants, 
not interconnected with any grid. Within European 
Russia there are three principal systems, each with a 
capacity of 6 or 7 million kilowatts. At some indetermi- 
nate time in the future, these three systems are to be 
linked with other systems in European Russia and with 
the six systems in Central Siberia to form a single power 
grid. 

Growth by Decree 


“The Russians have been successful and competent in 
selected areas,” Mr. Vennard said. “In others, they 
have not done as well. Where the planners have de- 
creed growth, there has been growth. The growth has 
not always been in the quantity ordered or of the best 
quality, but there has been growth.” 

“In a number of instances, Russian growth has been 
greater than ours when expressed in terms of per- 
cent increase,” he pointed out. “Much of this is due to 
the extreme low level of the starting point; some is due 
to the different state of development of the two econ- 
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Russian power experts, seated at table and wearing earphones, listen to a report on the U. S. electric power 
industry from Edwin Vennard, EEI Vice President and Managing Director. The 12-man Soviet team visited the 
general office of the Institute as part of a month-long tour of U. S. electric power systems and equipment 


manufacturing plants. The trip was sponsored by 


omies; some is due to the manner in which growth can 
be engineered by the planners.” 

“IT do not believe the Russians will catch up with us 
economically unless they adopt the incentives and re- 
wards of the free enterprise system more fully than 
they have begun to do, or unless we in the United States 
abandon our free system,” Mr. Vennard said. 

The two-stage visit to the Soviet Union which pro- 
vided the basis for Mr. Vennard’s testimony was spon- 
sored by the Edison Electric Institute and the Associa- 
tion of Edison Illuminating Companies, trade associa- 
tions of American electric utility companies, under the 
auspices of the U. S. Department of State. The Soviet 
Ministry of Construction of Power Stations was host 
to the American visitors. Fifteen Russian electric power 
plants and four heavy electrical equipment plants were 
visited. 


Russians Tour Power Facilities in U. S. 


A team of 12 power specialists from the Soviet Union 
has just completed a month-long tour of electric power 
systems and equipment manufacturing plants in the 
United States as guests of EEI and AEIC. 

The Russian team, headed by W. D. Lavrenenko, First 
Deputy Minister of Electric Power Station Construction, 
visited this country as part of a technical and cultural 
exchange program established by the United States and 
the Soviet Union. 

The schedule of the Russian team which arrived on 
Oct. 2 in New York was as follows: 

Oct. 3, Atomic Industrial Forum, New York; Oct. 5, 
Edison Electric Institute, New York; Oct. 6-7, Consoli- 
dated Edison Co. of New York, Inc., New York; Oct. 
7-8, Public Service Electric and Gas Co., Newark, N. J.; 
Oct. 9, Philadelphia Electric Co., Philadelphia, Pa.; 


EEI and Association of Edison Illuminating Companies. 


Oct. 10, Potomac Electric Power Co., Washington, D. C. 

Oct. 13, General Electric Co. generator and trans- 
former plant, Schenectady, N. Y.; Oct. 14, Yankee 
Atomic Electric Co., Rowe, Mass.; Oct. 16-18, The De- 
troit Edison Co., Detroit, Mich.; Oct. 19, Westinghouse 
Electric Corp., Pittsburgh, Pa.; Oct. 20, Ohio Power 
Co., Philo, Ohio; Oct. 21, The Cleveland Electric Illumi- 
nating Co., Cleveland, Ohio. 

Oct. 22, Allis-Chalmers Manufacturing Co., Milwau- 
kee, Wis.; Oct. 23, Commonwealth Edison Co., Chicago, 
Ill.; Oct. 24-26, Southern California Edison Co., Los 
Angeles, Calif.; Oct. 27, Colorado Springs, Colo.; Oct. 
28, Research Center, U. S. Bureau of Reclamation, Den- 
ver, Colo.; Oct. 30, American Electric Power Service 
Corp.; Combustion Engineering, Inc., New York. 

A full report of the Russian visit to the United States 
will be carried in a future issue of the BULLETIN. 





A Catalog of 
EEI Publications 

Is Available 

Upon Request 

to: 
Edison Electric Institute 
750 Third Ave. 
New York 17, N. Y. 
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EEI’s Live Better Electrically Program 


1960 Promotion to Emphasize Load-Building Appliances and House-Heating 


Equipment. Budget for Second LBE Effort Approximately $3 Million 









































Mass Audience of 
Housewives — EEI’s 
1959 TV programs 
exceeded 30 million 
viewers monthly 
and complemented 
the Institute’s na- 
tional magazine ad- 
vertising program. 


Flexibility of Sell- 
ing Message — Fre- 
quency and continu- 
ity of daytime TV 
commercials permit 
rotation of many 
different selling 
messages, even 
while a specific pro- 
motion is going on. 


Opportunities for 
Demonstration—The 
combination of 
sound, sight and 
motion gives an op- 
portunity to demon- 
strate the specific 
advantages of all- 
electric appliances. 


Merchandising Im- 
pact— Effective tie- 
in can be obtained 
by purchasing local 
daytime adjacencies 
to network shows, 
more attractive 
than evening shows 
in price, availability. 


Supplements Manu- 
facturers’ Night- 
Time Shows—EEI’s 
daytime program 
supports and paves 
the way for manu- 
facturers’ evening 
shows to tie in with 
the LBE promotion. 









































HE second EEI Live Better Electrically Program 

recently announced by Institute President Allen S. 

King will emphasize load-building appliances and 
house-heating equipment. 

The 1960 program, which will have a budget of ap- 
proximately $3 million, also will include a spring and 
fall promotion of HOUSEPOWER to provide adequate 
residential wiring, three local merchandising events and 
a $100,000 Light for Living Medallion Home contest. 


Ad Program to Support Allies 


A tremendous advertising program aimed at support- 
ing the local electric companies and industry allies will 
utilize daytime network television and consumer and trade 
magazines to bring the story of all-electric living to the 
nation. Four-color, full-page ads are scheduled for Life, 
Saturday Evening Post and Better Homes and Gardens 
magazines. Twenty-seven ads will be placed in these 
magazines, in addition to those planned for homebuild- 
ing, electrical, appliance, lighting and heating and air 
conditioning trade publications. A series of spot an- 
nouncements on television will supplement the network 
programs. In all, 96 commercial minutes on daytime 
television are planned. In the promotions, a greater 
emphasis will be placed on space heating and cooling. 

“Our aim is to capitalize on the sharp upsurge in 
public demand for total electric living,” said Mr. King. 
Load-building appliances such as ranges, dryers and 
water heaters will be featured in the consumer adver- 
tisements. 

The 1960 program will be tied together under the 
theme, “Electricity Is Your Better Way,” the EEI Pres- 
ident said. 

Ralph Zeuthen, director of the Live Better Electrically 
Program, pointed out that four out of five U. S. homes 
are not properly wired for maximum efficiency in oper- 
ating today’s increasing number of appliances. He said 
the American home today has more than twice as many 
electrical appliances as it had 20 years ago. 


Three Seasonal Promotions 


Spring, summer and winter promotions have been 
scheduled to support local merchandising efforts. They 
are: the “Kitchen Carnival” in March and April; the 
“Laundry Festival’ from July to September and “Give 
Better Electrically,” in November. 

The $100,000 consumer contest will be announced 
next fall and will be similar to the current Light for 
Living Medallion Home contest which closes Nov. 15. 
Four Total Electric Gold Medallion Homes will be 
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GET THE FOUR-SEASON BENEFITS OF FULL 


HOUSEPOWER 





CONFORT IN SUMMER 


& LIVE BETTER ELECTRICALLY 


Four-color, full page advertisements which sell the 
benefits of full HOUSEPOWER will be used in na- 
tional consumer magazines as part of the 1960 Live 
Better Electrically promotion. Ads similar to this 
artist’s sketch will appear in Better Homes & Gardens 
magazine in February, April, August and October. A 
cooperative two-page spread with wiring manufactur- 
ers will appear in the August issue of Saturday 
Evening Post. EEI will sponsor top half of the ad. 


awarded in this contest, which will be promoted initially 
in a multi-page magazine spectacular advertisement 
similar to the 30-page ad carried in the Sept. 14 issue 
of Life magazine this year. The magazine for the 1960 
promotion has not been selected. 

“This multi-page Live Better Electrically format,” 
Mr. King stated, “combining the efforts of utilities, 
manufacturers and suppliers in one outstanding national 
promotion illustrates the leading role the Live Bet- 
ter Electrically Program has taken on behalf of the 
entire electrical industry.” 


Ad Well Read 


Mr. King added that a survey indicated that the Sept. 
14 Life ad achieved one of the highest readership ratings 
ever recorded for any national magazine advertisement. 

The final big effort in the. 1959 Live Better Electrically 
program will be the “Give Better Electrically” promotion 
aimed at the Christmas shopper this year. Spearheading 
this drive will be a full-color ad in the Nov. 21 issue of 
The Saturday Evening Post. 

The ad, selling a wide variety of electrical products, 
will consist of a full-color center spread with color half 
pages bound horizontally into the lower half of the ad 
in dutch-door fashion. The top half will carry the theme 
of the ad: “Thoughtful You—to Give Better Electri- 





‘ | = * 
: oo % 
— Nietcsiaal™ 





NG 


is your better way to decorate! 





8 LIVE BETTER BL@OTRICALAY 


“Lighting is your better way to decorate” will be the 
theme of the first in a series of Live Better Electrically 
full-page ads which will be run in color in Better 
Homes & Gardens magazine. This ad will appear in 
March. The second ad, to be carried in the same maga- 
zine in the May issue, will have the theme, “Lighting 
is your better way to outdoor living,’ to stimulate 
interest in outdoor lighting for the summer. A third 
lighting ad will be keyed to Medallion Home promotion. 


cally.” Each half page will show four illustrations of 
electrical gifts in full color with descriptive copy. The 
gifts range from electric shavers to portable dish- 
washers. 

The full weight of the EEI Live Better Electrically 
Program will be placed behind this promotion. Beginning 
early this month commercials are scheduled on the EEI 
network television shows with the Give Better Electri- 
cally theme. The Institute has planned trade press 
advertising to alert distributors and dealers to the po- 
tential sales offered by tie-ins with the national Give 
Better Electrically drive. EEI member companies have 
been provided with merchandising materials, including 
point-of-purchase aids, local radio and television spots 
and a handout booklet reprinted from the Post ad for 
distribution to consumers. 


Publicity Program Planned 


A complete publicity program has been prepared fea- 
turing a special Give Better Electrically newspaper sup- 
plement with interesting editorial material on electrical 
Christmas gifts and merchandising ideas. The supple- 
ment will be distributed to 10,000 newspapers. The 
similar supplement last year is said to have sparked more 
than 10 million lines of local tie-in advertising. 

The full merchandising and retail force of the Post 
will be used to strengthen the program at the local level. 
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Nuclear Power: 


an Industry in Orbit? 





By James F. Fairman 


Senior Vice President, Consolidated Edison Company of New York, Inc., 
and Chairman, EEI Technical Appraisal Task Force on Nuclear Power 


O answer the question posed in the title of this 
j ps my response is an unqualified “yes.” 
How far has nuclear power come in the last 
five years and where are we heading? Something may 
be gained from noting some of the pressing and still 
unanswered. questions, and from considering to what 
extent the nuclear power industry has become an 
accepted fact of our civilization. 

Emotionally, my approach is one of cautious opti- 
mism. Technically, I shall strive for realism. Prac- 
tically, I am convinced there are and will be many 
opportunities for American electric utilities to bring 
about economic nuclear power. 


Age of Speed 


Living as we do in an age of rocketry and space 
missiles, we have become accustomed to things hap- 
pening in a hurry. What we can see and hear creates 
strong and immediate impressions. We notice results 
and overlook the thought and work that produced them. 

A satellite is launched with a spectacular expendi- 
ture of energy and a great display of flame and smoke. 
Within minutes we know whether the launching is a 
success. Within hours we know whether the satellite 
is in orbit. Within days we expect to get useful infor- 
mation from its scientific instruments. 

Of all this, the general public is told in great detail 
by the press. But the important story of design, en- 
gineering and construction of the rocket is untold. 
And after the excitement of the launching we forget 
the satellite as it makes its solitary journey about our 
planet. Yet this is the most fruitful stage—the payoff 
of the satellite program. 

From one point of view the nuclear industry was 
launched with the passage of the Atomic Energy Act 
of 1954. Each announcement of another nuclear power 
plant stirred the public imagination. 

Quick confirmation of success did not follow as story 
after story appeared in the press. While research, ex- 
periment and design went on the wait stretched into 


An address before the 52nd Annual Meeting of the Pennsylvania Elec- 
tric Association, Philadelphia, Pa., Oct 1, 1959 


years. The new industry, based on novel scientific 
information, labored under a severe handicap during 
this period. 

Only with the beginning of major construction of 
the plants could we say the launching of the new in- 
dustry was successful. Even so, the first large-scale 
plants conceived after the change in the law have yet 
to go critical. And truly meaningful economic and 
operating information will not be known for two or 
three years after that. 

The accomplishments of the past five years speak 
for themselves. Three reactors for civilian power pro- 
duction have been placed in operation since late 1957. 
The Shippingport pressurized water reactor, built and 
owned by the Atomic Energy Commission and operated 
by the Duquesne Light Co., has made significant con- 
tributions to operating knowledge. Plans are currently 
underway to replace the original core with a second 
which will raise the plant’s capacity from 60,000 to 
100,000 kilowatts. 

At Vallecitos in California, the Pacific Gas and Elec- 
tric Co. and the General Electric Co. have built and 
operated for nearly two years a pilot 5,000-kw, boiling- 
water reactor. And at Santa Susanna in the same state 
the AEC and Atomics International are making prep- 
arations to replace the first core of the sodium reactor 
experiment with a core containing urania and thoria. 


An Expensive Reality 


The first generation of full-scale power reactors 
conceived after relaxation of government monopoly in 
1954 is now a solid, if expensive, reality. General Elec- 
tric will soon load the Dresden 180,000-kw, boiling- 
water reactor for Commonwealth Edison in Illinois. 
Construction is well advanced on the Yankee Atomic 
134,000-kw, pressurized-water reactor in Rowe, Mass., 
on the Power Reactor Development Co.’s 90,000-kw 
Enrico Fermi fast-breeder reactor in Monroe, Mich., 
and on Con Edison’s 255,000-kw Indian Point uranium- 
thorium converter at Buchanan, N. Y. 

Construction is up to 20 percent complete on the 
Hallam, Neb., nuclear power facility, a 75,000-kw, 
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November, 1959 


sodium-cooled reactor, and on the 22,000-kw, natural- 
circulation, boiling-water reactor for the Rural Coopera- 
tive Power Association plant in Elk River, Minn. Excava- 
tion has started for the 11,000-kw, organic-moderated 
and -cooled reactor for the city of Piqua, Ohio. 

These plants are the tangible evidence of accom- 
plishment resulting from the high hopes and enthusi- 
asm of 1955. It is sobering to reflect our operating 
experience is still to come and we are two or three 
years away from essential cost information. But we 
are in orbit. 

There are intangibles we have gained in these few 
short years. There is a new maturity in the atomic 
energy industry. We have avoided, apparently as have 
our counterparts abroad, a kilowatt race which would 
have required a helter-skelter expenditure of money 
with few advantages accruing to either the winner or 
losers. 


Example of Courage 


We have seen an outstanding example of courage 
and sound business judgment in the actions of the 
Pennsylvania Power & Light Co. and its nuclear 
designers, the Westinghouse Co. I am sure these 
companies felt more than justified in their decision 
to pull back on the aqueous homogeneous reactor con- 
cept when the AEC also announced it was withdraw- 
ing from a liquid fuel reactor program. The maturity 
implicit in the decision of the two companies adds 
lustre to their managements and is a vital and neces- 
sary ingredient in the pursuit of economic nuclear 
power. 

The experience and knowledge which have come 
from research, development and construction of nu- 
clear power plants are being absorbed by the men 
who will lead this industry in the future. They will 
soon add operating experience. Atomic energy will 
be as familiar to this generation of utility men as 
pulverized coal and the water-wall boiler are to the 
present generation. This orderly process of assimila- 
tion is possibly the most significant and valuable con- 
tribution of the past five years to this industry, and 
to its future ability to serve the nation. 

The integration of atomic power into the knowledge 
and experience of the utility industry has been accom- 
plished by a similar process on the national scene. 
Steps have already been taken, and more will follow, 
to decentralize the regulatory powers of the Atomic 
Energy Commission. While the moves in this direction 
are not startling, the way has been opened for greater 
participation by state governments in the regulation 
of the use of radioisotopes. On the national level the 
establishment of a Federal Radiation Council, first by 
executive order and then by statute, brings four de- 
partments of government, as well as the AEC, into an 
advisory and coordinating position in the protection 
of humans against ionizing radiation. 

Whatever opinions we may have of these moves, they 
are, it seems, evidence that atomic energy is becoming 
an integral part of our civilization. Several states 
have already established the machinery through which 
participation in the regulatory process may be organ- 
ized and ultimately undertaken. In addition, state 
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agencies can promote progress of the atomic energy 
industry. They can undertake additional public edu- 
cation in atomic matters. While I do not mean to 
sound provincial, New York State’s recently estab- 
lished Office of Atomic Development and the law un- 
der which it operates are, to me, models for state 
activity in this area. 

On the more narrow front of atomic power there 
have been some helpful developments. While few of 
us would want to go through what our friends from 
Power Reactor Development Co. have in the past year, 
the hearings on the Fermi plant have had a salutary 
effect. A serious challenge to a projected plant has 
been met through a rigorous examination of all details 
of the proposal under familiar administrative rules 
and law. That this could be done is indicative of how 
far we have come since the innocent days of 1954. 

These encouraging developments have not led us at 
Con Edison to neglect our own efforts toward keeping 
the general public informed. A possible threat we all 
face is a confusion in the public mind between dangers 
from fallout radiation and the carefully contained 
radiation which is created in power reactors. Nor do 
we want to appear as if we are afraid to take people 
into our confidence. Atomic power is not a mystery 
and we are not its sole keepers. 


We have been pleased by some recent developments 
in the public information program we launched nearly 
five years ago. Last spring we decided to revise 
slightly the content of three of the atomic booklets. 
which have been the printed basis of our information 
program, and to publish them as one booklet. Judging 
from requests from schools, we estimated a demand 
of possibly 30,000 during an entire school year. More 
than 45,000 of the booklets, published in February of 
this year, were snapped up by the time the school year 
ended last June. 


Used in Sixth Grade 


An interesting sidelight is the increased use of the 
booklets at the elementary level. While the bulk is 
still used in general science courses in the junior high 
schools, more and more sixth grade teachers use the 
books in the newly established science curriculum for 
this grade. We are delighted that this filtering down 
is taking place. 

The continuing interest in the booklets did not pre- 
pare us for the response to our newly opened observa- 
tion and exhibit building at Indian Point. Not knowing 
what we would get in the way of crowds, we advertised 
on television, radio and in the Westchester County 
papers that the building would open over the Labor 
Day weekend. Although it was open only four hours 
on each of the three days, about 7,500 people visited 
the building. Even with school open about 100 people 
visit the building during the weekday afternoons, and 
on week-ends we have three to four hundred people 
a day. We are rapidly filling up schedules for group 
tours by school classes and adult groups for the morn- 
ing hours during the week. 

Our conclusion is that people want to know what we 
are doing. They want to read about it. They want to 
see the bricks and mortar and steel. We are delighted 
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at the chance to meet the demand. In this way we are 
able to tell them why atomic energy is important to 
them as a future source of electricity. We can show 
them how radiation is contained in a power reactor. 

Just as important is the opportunity we get to talk 
about our business. Visitors come to us in a receptive 
frame of mind. They are filled with questions about 
every aspect of utility operations. These days, of 
course, the blackout of last August is a favorite topic. 
And for the first time many of them get some insight 
of why we use the slogan “Dig We Must” on our street 
barriers. 

Our experience is not unique. Dresden, Fermi, 
Yankee, Vallecitos, Santa Susanna—all report enthu- 
siastic response. Atomic power has given our industry 
the chance to talk about itself to interested audiences. 
Sensible talking and, if we have something to show, 
open viewing help each company and the industry too. 
Atomic development in the electric industry may have 
a valuable side effect in offering a chance for objective 
presentation of our contributions to American society. 

The growing sophistication of this country’s nuclear 
power program is reflected in the new directions taken 
by government and industry. Although a great deal 
of effort and money was necessary to launch this new 
industry, today we can achieve significant advances 
with much less effort and expenditure. We now have 
the advantages of an industry in motion. 

Refinements in design of earlier reactor concepts are 
already underway. New concepts are approaching the 
experimental and prototype stages. Northern States 
Power Co.’s boiling-water reactor will incorporate in- 
tegral nuclear superheat. Consumers Power Co. plans 
to build a prototype boiling-water reactor incorporating 
all known advances in the design of these reactors. 
Pacific Gas and Electric Co. will also construct a boil- 
ing-water reactor of advanced design at Humboldt Bay. 

The gas-cooled reactor concept will be thoroughly 
tested in this country with the design and construction 
of two advanced prototype reactors. Philadelphia Elec- 
tric Co. and High Temperature Reactor Development 
Associates have made a proposal for a high-tempera- 
ture, gas-cooled reactor which has been accepted by 
the AEC. The Commission will also build a gas-cooled 
reactor embodying another concept in TVA territory. 
The East and West Coast Nuclear Groups in Florida 
are cooperating with the AEC in research and develop- 
ment on a third gas-cooled concept. 

The Carolinas-Virginia Nuclear Power Associates 
has applied for a construction permit to build a heavy 
water-moderated and -cooled, pressure-tube type reac- 
tor at Parr Shoals, N. C. 

Still in the early planning stages are large nuclear 
power plants being considered by the New England 
Electric System and by Pacific Gas and Electric and 
a developmental plant by General Public Utilities. 

The Joint Congressional Committee on Atomic En- 
ergy, the AEC and industry groups have all contrib- 
uted to the growing sense of direction evident in to- 
day’s plans. By limiting the number of reactor types 
to which it will give encouragement and aid, the Com- 
mission has reduced uncertainties and has achieved 
depth in this country’s nuclear program. 

New opportunities for participation by American 


EDISON ELECTRIC INSTITUTE BULLETIN 


November, 1959 


utilities lie ahead. While the Commission will continue 
fundamental research and development—current pro- 
grams include nuclear superheat, thorium breeding, 
heavy water components testing and fast breeding, for 
example — industry will be invited to participate 
through construction of prototype reactors where the 
possibilities for achieving economic nuclear power ap- 
pear promising. The Commission has currently before 
the public part of our industry an invitation to con- 
struct a 20,000-kw, pressurized-water reactor. Chair- 
man McCone, before the Joint Committee on Aug. 25, 
hinted at the intention of the Commission to discuss 
with industry a large water reactor in the 150,000- 
300,000-kw range. A flow of discussion with, and 
formal invitations from, the Commission will provide 
our industry with challenges and opportunities to con- 
tribute positively to a growing atomic power industry. 

Optimism has a real place in any assessment of to- 
day’s atomic power industry. So does practical real- 
ism. The continued existence of our industry depends 
on its ability to serve its customers better than anyone 
else. 

A large part of this responsibility rests with those 
of us involved directly with the development of atomic 
power over the next decade. Engineers, construction 
men, operators—we all face one of the sternest tests 
ever to confront us in our particular jobs or as an in- 
dustry. 


Narrowing the Gap 


Today, and for some time to come, the capital costs 
of an atomic power plant will be higher than for a con- 
ventional generating station. This is all the more 
reason, it seems to me, for us to design, construct and 
operate the next generation of these plants with the 
intent of narrowing the gap. 

The operating experience of the next few years can 
contribute much to the discussions now going on about 
location of future nuclear power plants and exposure 
of industrial workers to radiation. Everyone involved is 
aware that the location and safety of these plants are 
translated into part of the ultimate cost of power from 
them. Competitive nuclear power requires reasonable 
solutions to the problems of plant location and radia- 
tion exposure. The-operating record of the plants now 
approaching completion will provide the beginnings of 
a statistical basis on which to shape those solutions. 

With capital costs high, immediate opportunity to 
reduce the cost of atomic power lies in the fuel cycle. 
But pertinent data on which to base engineering deci- 
sions leading to improvement do not exist in sufficient 
quantity. This lack underlines the importance of the 
information we will gain over the next four or five 
years. We will learn the relative advantages of this 
or that fuel. We will have actual data on burn-up of 
fuels and on operating stability of cladding and ele- 
ments. 

Once we have some actual operating data, we can 
begin to move toward improvement in fuels, better de- 
sign of fuel elements and reduction of costs in fuel 
fabrication. The information we will need is volumi- 
nous. The engineering must be meticulous and exact- 

(Continued on page 392) 
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Round ‘Table Conference Stresses 
Importance of Employee Relations 


Casey, Jack, King, Naughton, Parker, Rawls, Welsh Are 
Featured Speakers at Three-Day Meeting in Chicago 


HE importance of employee relations to the con- 

tinued successful operation of the investor-owned 

electric light and power industry was emphasized 

by utility executives at the EEI Industrial Relations 

Committee’s 12th Annual Round Table Conference in 
Chicago, Sept. 21-23. 

The theme of the conference was “Your Employee 





~ Casey Says Bring 


Supervisor 


Back into ‘Family’ 


N his address, “Your Employee Relations Are Show- 
ing—to the Supervisor,” E. A. Casey, Manager, Labor 

Relations, West Penn Power Co., suggested that the 
“all-but-forgotten” member of the management team— 
the supervisor—be brought back into the ‘“‘family.” 

“The first-line supervisor has been told many times 
that he is a part of management—yet often he is not 
treated as such,” Mr. Casey said. “He has been told... 
that he is the key to proper training of his employees, to 
control of absenteeism, to proper grievance handling 
... to good employee relations ... to good communica- 
tions up, down and across, and to employee understand- 
ing of company policy. 

“Surely, anyone with these responsibilities would 
have to be a part of management, but somehow our 
deeds have not caught up with our words,” Mr. Casey 
added, “for we haven’t convinced first-line supervisors 
as a group that they ave a part of management.” 

The WPP Labor Relations Manager pointed out that 
the supervisor will measure employee relations generally 
in terms of how it affords him recognition and status; 
adequate compensation; personal security; guidance and 


Relations Are Showing,” and featured speakers and 
panelists presented an analysis of employee relations 
from the viewpoint of the employee, the supervisor, the 
company president, and the customer and public. 

Here is a roundup of the remarks of the seven major 
conference speakers. 





assistance; authority commensurate with responsibility ; 
management backing; and opportunity for advancement. 

Mr. Casey asserted that not one person—from the com- 
pany president to the latest employee hired is immune 
from the “magic” of employee relations. “It can provide 
us with efficient workers or drive them away; it can pro- 
mote our competent people or hold them back and pro- 
mote the incompetent; it can create and foster efficiency 
or it can promote and reward mediocrity,” he warned. 

The supervisor, according to Mr. Casey, might expect 
the company’s employee relations program to provide the 
following: 


® Selection—Supervisors in general will be concerned 


about the care with which he and his fellow super- 
visors are selected. They will expect that on-the-job 
performance, ability to get along with others, personal 
characteristics and management potential be mea- 
sured effectively before they are launched on a super- 
visory career. 

© Understanding—The individual supervisor will expect 
the employee relations philosophy to include under- 
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standing his personal needs, his qualifications and the 
areas in which he needs to improve. 

@ Pay—He will expect his pay to be adequate and in 
proper relationship with wages paid his subordinates, 
as well as with other supervisors and, of course, he 
will expect his salary to refiect properly the responsi- 
bility he carries. 

@ Encouragement—While he should recognize that the 
major part of his development is up to him and not 
the company, he will expect encouragement in prepar- 
ing to accept greater responsibilities. He will expect 
employee relations to provide a stimulating and chal- 
lenging climate. 

®@ Recognition—He will also expect recognition as a part 
of management and the support of higher manage- 
ment in carrying out his supervisory duties. He will 
recognize the need for status in the organization if 
he is to be effective in his job performance. 

@ Vision—He will want the employee relations philoso- 
phies to have vision in planning for the future and he 





NDUSTRIAL relations people of electric utility com- 

panies face a new era in personnel responsibility 
which will accent strict and close attention to manage- 
ment’s needs, Kimball Jack, Vice President of Washing- 
ton Water Power Co., and Chairman, EEI Customer 
Relations Committee, told the conference. 

“Your work has been largely on the fringe of manage- 
ment’s needs and in the suburbs of greatest employee 
development. Personnel housekeeping, while dependent 
upon both management and the workers, has been de- 
voted to neither,” Mr. Jack declared. 

Today management has a great number of anxieties— 
in obtaining revenues to pay interest on borrowed money, 
payroll, taxes, the cost of replacements and expansion 
and the growth of public power, the WWP Vice Presi- 
dent pointed out. Customers, he added, are poorly in- 
formed; some of the employees are confused and so 
hesitant that it may be supposed that they, too, support 
the idea of public ownership. 

Mr. Jack called these vital problems of management. 
“They are serious problems which you in personnel must 
weigh against what many call the ‘happiness approach’ 
to personnel.” 

The unlimited reserve which in most men is left un- 
challenged is perhaps the worst criticism that comes to 
personnel managers, Mr. Jack declared. “Too often per- 
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will expect to be included in that planning—in formu- 
lating plans and in carrying them out. 

® Integrity—He will expect management philosophies 
and objectives to have integrity, to be realistic and 
sincere. He will expect daily operations to be consis- 
tent with the philosophies and objectives. 

© Security—He will expect the program to provide a 
reasonable feeling of personal security for himself 
and his family, and job security based on knowledge 
that management understand his problems and needs. 

® Orientation—He will expect to be oriented with man- 
agement objectives, plans and activities, as well as 
with on-the-job problems. 

® Realism—He will expect the program to be realistic 
in appreciating the problems peculiar to his situation 
as he makes the move from employee to supervisor, a 
transition that can create many problems. He will ex- 
pect to be carefully and thoroughly prepared in ad- 
vance. He would like to understand management’s 
needs early-and would like to be an asset even before 
he actually assumes his supervisory role. 


New Era in 


Personnel Responsibility 


Seen by Jack 


sonnel departments have regarded the employee as a 
typist or a meter reader, or an engineer. His job specifi- 
cation labels him as such, where actually each employee 
is possessed of several skills and an intricate emotional 
life as well. But, above all, employees have ambition. .. . 
Most employees are only marking time.” 

Mr. Jack told the conference it is not difficult to set 
down a list of needed targets which personnel managers 
can tackle in the new era. One major target, he explained, 
is the misconception by many electric utility customers 
that they are served by public instead of private power. 
He said that another target has to do with service. Ex- 
plaining that although only about five percent of the 
customers are critical of service, “our job is not done 
until across the nation the electric industry is pointed to 
as having the best and most helpful employees in town.” 

Tax inequality of public and private power organiza- 
tions is another field where the customer is uninformed, 
Mr. Jack declared. 

“TI can see no reason why personnel managers in every 
utility in the nation should not .. . ask the president to 
permit a general counsel of employees,” he said. “Talk 
to your employees honestly and openly. Ask them for 
suggestions. Consolidate these suggestions into some 
definite plan of action.” 
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‘Employees Are People, 


- King Tells 


Conference 


LLEN S. KING, EEI President and President of 

Northern States Power. Co., urged personnel people 
to give the same consideration to all employees, regard- 
less of their positions, as they would like to have ex- 
tended to themselves. 

In his address, “Employees Are People,” Mr. King 
named seven areas of employee interest, in order of 
their importance. They are: 

© Security of employment. 

© Adequate sick leave provisions. 

© Protection of wage or salary when recovering from 
an accident. 

Promotional opportunities. 

Medical expense plan. 

Time off with pay for vacation and holidays. 
Insurance program. 


The most important aspect in the average employee’s 
life is to gain a feeling of job security, Mr. King said. 
He explained that management must have patience in 
realizing the economies of automation in order to main- 
tain an atmosphere of job security among its employees. 

Discussing sick leave provisions, Mr. King posed this 
theory: If the company doesn’t take care of this human 
need, maybe the government may have to step in. “Why 
should we not be human in these employee relations?” 

“We are in a hazardous business,” the EEI President 
reminded the conference. “And in addition to that we 
know that accidents are going to happen for one reason 
or another. We know that management must assume 
some responsibility for all accidents, and if that is true, 


Naughton Says 
Speak Language 


of the Customer 


The investor-owned electric utility industry must start 
speaking the language of its customers if it hopes to 
improve its position in the public mind on the merits 
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(it) should also assume some of the financial burden.” 

He asserted that pensions, along with social security, 
should be adequate to provide for a reasonable living 
after retirement. “As long as companies establish a fixed 
age for retirement,” Mr. King said, ‘‘it seems to me this 
becomes an obligation on management and not just the 
satisfaction of a whim or desire.” 

Because of comprehensive training programs, the era 
of seniority alone controlling promotion is passing, Mr. 
King told the group. He said informal establishment of 
certain job standards is fast helping to control promo- 
tions and that employee training is an extremely impor- 
tant element in any well-rounded personnel program. 

The only sound approach to the medical expense plan, 
Mr. King said, is to have the employee involved to co- 
insure the plan to some extent. “You should not have 
complete coverage, nor should you have first dollar cover- 
age,” he stated. “You should be a partner with the em- 
ployee in this matter.” 

Although it has become common practice to recognize 
vacations and certain holidays, Mr. King warned that 
this is one field “in which we should guard our position.” 

He said insurance was placed last on the list because 
“T doubt that many of our people really feel the same 
urgent need for insurance that they do for some of the 
other more immediate things. There is always that atti- 
tude that ‘it can’t happen to me.’’ 

Mr. King said that “in all these matters, one should 
attempt to assume the attitude of the average employee 
and to assess as realistically as possible the order of his 
personal desires. Only in that way can we devise our 
program in a constructive manner.” 





of free enterprise as opposed to government ownership 
of the industry, E. M. Naughton, President of Utah 
Power & Light Co., said. 
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Mr. Naughton pointed out that government agencies 
and cooperatives own 24 percent of all the installed 
capacity in the United States. “If we are going to be 
able to overcome, or at least contain, these opposing 
forces, we must take some serious looks at what we 
can do,” he said. “Our best means of communication 
with all our customers is, no doubt, through the written 
and spoken word. ... What language are we speaking 
to our customers? ... In the area of company-customer 
relations there are two languages—one which the com- 
pany speaks and the other language in which, or for 
which, the customer listens and these two languages 
can be and apparently have been very far apart.” 

The UP&L President said that “in most of our com- 
munications we have been talking to the public about 
ourselves.” He listed these examples: “that we are large 
taxpayers; that we are being squeezed not only on ex- 
pansion but perhaps out of our very business by Fed- 
eral and local power projects, including REA’s; that we 
are spending huge sums of money for new facilities 
and equipment.” 

Expressing his belief that the customer’s language 
is the language of personal interest, Mr. Naughton sug- 
gested that this problem be approached in the same 
way “in which we ourselves are interested and con- 
vinced by our own suppliers of our individual needs and 
wants.” 

He cited a 1959 survey by McFadden Publications 
which revealed that 41 percent of those polled favored 
government ownership of power companies, while 43 
percent opposed it. In the survey, a large majority of 





N a survey of utility people made by Central Surveys, 

Inc., it was found that one of the most common com- 
plaints of the employees is that supervisors do not tell 
them how well they do their work. 

This was revealed by Charles E. Parker, President of 
the Shenandoah, Iowa, polling company. Mr. Parker said 
the survey showed also that nationally 36 percent of all 
utility employees are dissatisfied with their chances of 
promotion, while only 12 percent are not satisfied with 
their working tools. 

In the survey, Mr. Parker pcinted out, there was estab- 
lished a pattern in nearly all companies and in all work 
groups. Differences in complaints are nearly always those 
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wage earners—70 percent—felt that government-owned 
power agencies should pay the same taxes as privately 
owned power companies. 

“This (feeling on equal taxation) ... sets the theme 
for us to take a look at the situation to see how plays 
have been made to misinform and capture the coopera- 
tion of so many of our customers in support of govern- 
ment ownership,” Mr. Naughton said. 

“The reason for this, of course, which we must play 
to the full advantage, is that our customer, too, is a 
taxpayer. He must be made to see that to allow great 
sums of money from the public treasury to be invested 
in productive facilities—the product of which would com- 
pete in the market place with products of companies 
that do pay taxes—creates an unfair and unequal situa- 
tion, and unless government operations are taxed on an 
equal basis, sooner or later, he, himself, his relatives and 
children must carry a greater burden of taxation.” 

He pointed out that electric companies have an oppor- 
tunity to become neighbors with their customers. “No 
other business enters daily into the homes of American 
people so freely as our business,” he said. “One of the 
best ways ... of making converts to our way of thinking 
is to render a little plus service—to do something extra 
for someone. 

“If we can learn how the customer wants his electric 
service organization to treat him, and then be willing 
to pay the price to do it, we should be able to make 
progress toward the uprooting of these (public power) 
forces, or at least we should be able to contain them,” 
Mr. Naughton said. 


Parker Says Survey 
Shows Supervisors 


Sparing on Praise 


of degree rather than subject matter, he told the group. 
The survey included 18 categories for which a scoring 
system of 0 to 100 was used to measure the opinions of 
25,000 electric utility company employees. 
Following are the five categories in which employees 
were found to be most satisfied, with each scoring 75 or 
higher. 
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In the next five categories, the scores ranged from 
74 to 70. 


Supervisors’ job knowledge............ 74 
Guality Of GITCCTION. .......05042 000.60 73 
The company and the work............ aa 
WGUGW GRIDIDVOES ois oo 0 66ie.0 saieieceisieiws 70 


General attitudes toward supervisors. . .70 


In the next three categories—training and develop- 


Rawls Cites Acceptance 
by “People as Necessary 


to Stay in Business 


HE biggest long-range problem facing electric utility 

companies is keeping in business to the ultimate bene- 
fit of stockholders, employees and customers, and the in- 
dustry must make certain that people want it to stay in 
business, G. C. Rawls, President of Louisiana Power & 
Light Co., told the conference. 

In getting the acceptance of the “people’— employees, 
customers, and communities, as referred to by Mr. Rawls 
—he pointed out several objectives for which the indus- 
try should strive and some pitfalls to avoid. 

Strangulation by regulation, strangulation by restric- 
tive labor agreements, a dearth of younger people within 
the industry and a tendency to become satisfied or 
self-sufficient must be avoided, he warned. 

These difficulties can be averted, he said, by engi- 
neering and planning the facilities correctly, operating 
properly and efficiently, providing good service at reason- 
able rates and selling the communities and their gov- 
erning bodies on the industry’s abilities as the pur- 
veyors of electric service. 

“Each of us wants to remain a completely independent, 
autonomous company that is flexible enough in its opera- 
tions and policies to cope with the problems peculiar to 
its area,” the LP&L President stated. “There is no set, 
factual, guaranteed-to-work scheme that will insure our 
success by selling our companies to our employees, our 
customers and our communities.”” The customers remain 
somewhat indifferent to the industry’s problems, Mr. 
Rawls said. They want good service at present rates, 
or lower. 


Because of the growing number of customers and 
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ment, human relations, and administration—each score 
was 67. 

In the last five categories, scores ranged from 63 to a 
low of 46. 


Physical working conditions .......... 63 
WO SERIBER: 52. os Ror ass ose eae 59 
RCPONRIEDOT 5 sss wwe eo aw bu Catena 58 
PEN ANEOPMIIOUEN, 5.5 5 d5s fea vic GaSe bie ee oe 49 
WHOE ADHERE Sa ss sa teia a Guarsa Hawise ede aos 46 





constantly rising operation costs, he said, it is impera- 
tive that each employee service more customers. This, 
he added, will require more capable personnel which, in 
turn, presents the problem of how to acquire and train 
this personnel. 

“Let’s not try to hire every employee on the basis 
that he is a potential officer of the company,’ Mr. Rawls 
said, “but those that we choose for supervisors—let’s 
measure them with the yardstick of what lies ahead for 
them. For from this group your leaders will ultimately 
be chosen.” He recommended a training program for 
new employees because “unless you have some sort of 
continuing training program you’d be surprised at how 
little your employees actually know about the utility 
business.” Common courtesy and satisfaction with the 
company, Mr. Rawls explained, will help immeasurably 
in building a strong, loyal group of employees, and “I 
am convinced .. . that there can’t be good will between 
customers and company without the good will of the em- 
ployees.” 

The LP&L President told the group that the industry 
had come only a short way, compared to where it can 
go, but warned there would be problems along the way 
—some never dreamed up yet. Most of the problems, 
he added, will be of short duration and ultimately will 
be solved. 

“Those who become unduly alarmed at our short-term 
prospects are guilty of economic blindness,” he declared. 
“They forget that our economic orbit is shaped not by 
inventories, government spending nor any of the host of 
business indicators, but by human courage, desires and 
incentives.” 











ROBERT WELSH, President of Southwestern Elec- 

e tric Power Co., told the conference that the day is 
past when companies can expect desirable applicants to 
come into the office and ask for jobs. “In recruiting col- 
lege and high school graduates, we must . . . present 
the company in a favorable light,” he said. 

When applicants visit the company, he asserted, they 
should see the company’s facilities, learn of its organiza- 
tional setup and generally “get a good feel of the com- 
pany.” Students in whom there is an interest should 
be offered a job promptly and those who are no longer 
being considered should be notified, the Southwestern 
Electric President declared. 

In discussing the development aspect of employees, 
Mr. Welsh posed several questions: To what extent has 
the industry developed means for identifying those per- 
sons with potential to move upward in the organization? 
How carefully are new employees oriented to the com- 
pany? Are the employees given enough facts so they 
can really represent the company to its customers and 
the public at large? Is job training sufficiently organized 
so that each employee gets thorough instruction on the 
job to which he is assigned? Is the company getting 
value received from payment expenditures in personnel 
relations, especially in employee goodwill? 

Mr. Welsh discussed three phases of employee motiva- 


Recruiting, Development, 


Motivation 


Discussed by Welsh 


tion: wages and salaries, employee benefits and oppor- 
tunities for advancement. He emphasized that “without 
fair salaries, we cannot expect highly motivated em- 
ployee relations programs.” 

In the area of employee benefits, Mr. Welsh pointed 
out that the electric utility industry for several years 
has occupied a position of leadership with respect to 
other industries. “During the past decades, however,” 
he added, “with a sharp rise in industrial union 
organization, the benefit advantages accruing to em- 
ployees of electric utility companies are probably no 
greater than those of other industries—in some in- 
stances they may not be as great.” 

He recommended an examination of company situa- 
tions to insure that benefits bear a reasonable relation- 
ship to wages and salaries and that the needs and ex- 
pectations of employees for benefit coverage are met. 

The employee’s greatest motivation to try to advance 
comes from the knowledge that he will be given an 
opportunity to improve himself and be ready when there 
is an opening, Mr. Welsh said. This, he declared, requires 
a company record of promoting qualified and deserving 
employees; an educational program whereby an employee 
can improve his ability to qualify for advancement; a 
good record of the employee’s performance; proof of his 
efforts to improve himself, and a growing history of the 
opinion of his supervisor as to his abilities. 


Nuclear Power: an Industry in Orbit? 


(Continued from page 386) 


ing. It is in this area the industry can make its most 
telling contributions to economic nuclear power. 

There are two ways for us to achieve competitive 
atomic power. We can sit and wait for it to come at 
some distant date, or we can work to bring it about in 
the foreseeable future. The best interests of our indus- 
try, it seems to me, dictate that we choose the second 
course. 

We have much to gain. The advantages of a power 
plant that can be placed close to the load it serves 
without contributing a whit to air pollution will be- 
come increasingly important as the urbanization of 
the United States continues. The addition of a com- 
petitively priced source of energy to meet the nation’s 
needs serves both national policy and our industry’s 


requirements. Action now will demonstrate for all to 
see the fundamental role this industry plays in the 
life of America. 

The job ahead is the unglamorous part of our in- 
dustry’s work. It will be difficult to make the saving 
of a few mills per kilowatt-hour the subject of a 
popular booklet. A reduction of several dollars per 
kilowatt of capacity of a nuclear power plant 10 years 
from now will not thrill the ordinary sightseer. But 
it is to these mills and these dollars that our efforts 
must be directed. In the final analysis, this is the 
most important phase of our endeavor. It is the pay-off, 
the data sent back from the satellite. 

We have launched an industry. It is in orbit. Our 
work has just begun. 
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More than 25,000 persons visited the total-electric house, top photograph, at Cheshire, Conn., during National 
Home Week and the weeks following. The house was constructed and equipped by Westinghouse Electric Corp. 








with the cooperation of The Connecticut Light & Power Co. which planned the promotion and advertising. The 
“Compact House,” lower photograph, was erected at the Los Angeles County Fair in Pomona, Calif., through 
the cooperation of Southern California Edison Co. and area building and electrical firms. One of the feature 
attractions at the fair, from Sept. 18 to Oct. 4, the electric house is called a “small house with big ideas.” 


Live Better Electrically Round-U p 





Medallion Homes Promoted in Many Areas; 


Ranges and Water Heaters Featured 


TLANTIC CITY Electric Co. says it has sold more total- 
electric homes to its customers than any other 
electric utility of its customer-size in the nation. 

Iver C. Dixon, Commercial Manager of the company, 
said there are now more than 1600 of these homes in the 
Atlantic City Electric service area and that another 500 
such homes will be added by the end of the year. And, 
Mr. Dixon believes, this is just the beginning. 


The Electrical Association of Philadelphia has joined 
Philadelphia Electric Co. in a promotion to increase 
sales of electric ranges. The joint promotion started 
Oct. 19 and runs to Dee. 19 and will be joined by many 
area distributors. Free installation of the ranges 
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is the foremost feature of the promotional effort. This 
is expected to result in sales gains as range purchasers 
now are charged from $22.50 to $80 for necessary wir- 
ing, depending upon the complexity of the installation. 
These additional charges have been a major factor in 
consumer costs of electric ranges. 

Participating dealers will be listed in two three-quar- 
ter-page newspaper ads to be run by both Philadelphia 
Electric and EAP in the city’s dailies. Merchandising 
aids also will be provided. 


A $20 rebate on each old electric water heater has 
been offered by the California Oregon Power Co., Med- 
ford, Ore., in the “Electric Heat” promotion launched 
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by the Cal/Ore Electrical League. A “personal approach” 
is being used in advertising in the area served by the 
200 members of the Cal/Ore League in an effort to in- 
crease sales of electric heaters and other electrical appli- 
ances, as well as electric heating installations. The full- 
page ads used to introduce the promotion in September 
carried photographs of electric heat users with their 
quoted testimonials. The area covered by the Cal/Ore 
League extends from Crescent City, Calif., to Klamath 
Falls, Ore. 





During National Home Week, Sept. 12-20, the Iowa 
Power and Light Co., Des Moines, carried large display 
ads in the Des Moines dailies, devoted to Medallion 
Homes. The ads listed builders and showed homes 
which the customers could visit. The ads carried the Me- 
dallion Home, Light for Living, HOUSEPOWER and 
Live Better’ Electrically symbols. They also indicated that 
four $20,000 Light for Living Medallion Homes were be- 
ing given away in the EEI contest and explained where 
contest entry booklets could be obtained. A 22-page Na- 
tional Home Week section was published in the Des 
Moines Sunday Register on Sept. 13. The section fea- 
tured pictures of electric homes, as well as editorial 
matter on electric living and ads for electrical appli- 
ances. 





In the center-fold of the National Home Week section 
of the St. Louis Post-Dispatch, Union Electric Co, in 
huge headlines across the entire two-page spread in- 
vited St. Louis residents to “Visit a Medallion Home 
During National Home Week.” 

Pictures of 60 electric homes in many price ranges 
were shown in the ad which also devoted considerable 
space to the EEI Light for Living Medallion 
contest. 


Home 


A 20-page Parade of Homes section in the Winter 
Haven (Fla.) Daily News-Chief carried many photo- 
graphs of Medallion Homes and featured the symbol 
which is getting to be well known as a mark of electrical 
excellence in homes. A full-page ad on the last page of 
the section offered an invitation by Tampa Electric Co. 
to visit Medallicn Homes in the area. The Winter Haven 
Division of the Polk County Builders Association dis- 
tributed a Parade of Homes booklet featuring photo- 
graphs of 13 exhibition homes. One appliance dealer ad 
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highlighted the General Electric dream kitchen. Tampa 
Electric’s ad in the booklet was devoted to full HOUSE- 
POWER. Gross sales of the 12 builders who had homes 
on display amounted to $298,000 during the National 
Hlome Week promotion. 


During National Home Week huge crowds swarmed 
through the Westinghouse total-electric house erected at 
Radmere Estates in Cheshire, Conn. Westinghouse con- 
ceived the total-electric house idea and promoted the 
theme in cooperation with The Connecticut Light & 
Power Co. which planned the advertising and promo- 
tion. Betty Furness was on hand to greet visitors. 

More than 25,000 persons visited the Cheshire house, 
7,500 on the opening day, Sept. 13. CP&L says equally 
as many were turned away that day. On the second and 
third weekends, without the benefit of further adver- 
tising, 5,000 persons went through the house, and even 
on the fourth weekend about 3,500 showed up. 

The 714-room, redwood and limestone, Gold Medallion 
home was built by Anderlot Construction Co. It was one 
of seven built in various price ranges and climates across 
the country to exhibit a new way to live better elec- 
trically. Other homes were constructed in Atlantic City, 
Atlanta, Santa Maria, Calif., St. Louis, South Bend, Ind., 
and Pittsburgh. 

In the total-electric home, serviced by a full HOUSE- 
POWER, 200-ampere service entrance, electricity and 
electrical equipment do virtually everything to help make 
everyday living more comfortable and convenient. 


In cooperation with Southern California Edison Co. 
and building and electrical firms throughout the area, a 
Gold Medallion home was erected as a feature attraction 
of the Los Angeles County Fair in Pomona, Sept. 18- 
Oct. 4. 

Called the “Compact House,” it represents compact 
luxury living at its best, according to T. M. McDaniel, 
Jr., Southern California Edison Vice President. Mr. Mc- 
Daniel described the house as a “small house with big 
ideas” because it combines functional efficiency with 
many comfort-plus features. 

Among the features are push-button range top, large 
oven, top-loading dishwasher, 40-gallon water heater, 
heat pump for year-round climate control and conveni- 
ently placed outlets for small plug-in appliances. 


American Electric Power Sales Reach 25 Billion Kwhr 


HE American Electric Power Co. is the first investor- 

owned electric utility to achieve energy sales of more 
than 25 billion kwhr during a 12-month period, Philip 
Sporn, AEP President, has announced. 

The AEP system passed the power milestone for the 
12 months ended July 31. Sales for this period totaled 
25,244,000,000 kwhr. 

The new record, representing an increase of 16.3 per- 
cent over sales of 22,654,000,000 kwhr for the parallel 
period in 1958, was established in the face of the nation- 
wide steel strike which was in effect during the final 17 


days of the 12-month span. AEP is a major supplier of 
electric power to the steel industry. 

In commenting on these results, Mr. Sporn said: “Be- 
sides the general high level of economic activity in the 
country. many specific factors unique to our operating 
area contributed to this new sales mark. Notable were 
increases in our company’s aluminum, steel, ferro-alloy 
and chemical loads; improvement in coal production; 
and the higher residential and commercial use due to 
increased acceptance of electric home and commercial 
heating.” 
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Meter & Service Committee Meeting 


New Types of Meters, Accessory Equipment Described 


* Report on Higher Secondary and Utilization Voltage 


* Uses of Revenue Metering Instrument Transformers 


Cc, P. STAHL 


Chairman 


PPROXIMATELY 100 members, 
£4 correspondents and guests con- 
vened at Wentworth By-the-Sea in 
Portsmouth, N. H., Sept. 14-16, for 
the joint meeting of the AEIC and 
EEI Meter and Service Committees. 

The committee meeting was de- 
voted to the discussion of new devel- 
opments in meters and metering 
equipment; development and review 
of joint industry standards concern- 
ing metering; presentation of sub- 
committee reports, and round table 
discussion on the engineering, eco- 
nomic and operation aspects of rev- 
enue metering. 

At the Monday morning session 
manufacturers described and dis- 
played new types of meters, metering 
instrument transformers and meter- 
ing accessory equipment. On Mon- 
day afternoon the four subcommittees 
met independently to discuss the 
various subjects and formulate their 
reports. E. B. Hicks, Chairman of 
Subcommittee I, Services, moderated 
this session; W. D. Lindsay con- 
ducted the meeting of Subcommittee 
ll, Metering; W. H. Farrington led 
the discussions in Subcommittee III, 
Performance, and A. D. Irion, Chair- 
man of Subcommittee IV, Manage- 
ment, conducted this session. 


Committee Welcomed 


At a luncheon of the committee on 
Monday, A. R. Schiller, President of 


' the Public Service Co. of New Hamp- 


shire, welcomed the committees to 
New Hampshire. He outlined the in- 
dustrial history of the state and his 
utility and congratulated the mem- 
bers and manufacturers for their 
continued efforts to obtain an accu- 
rate device at a nominal cost. He 
pointed out that since the General 
| Electrie Co. factory at Somersworth 
} Was a major customer of the Public 


| Service Co. he was reasonably famil- 
3 


iar with the electric meter industry. 

The morning of Tuesday, Sept. 15, 
was devoted to an inspection trip of 
the General Electric meter manufac- 
turing facilities at Somersworth. 

On Tuesday afternoon S. B. Vaughn 
discussed the merits of the various 
tape type demand recorders avail- 
able. A survey showed general in- 
terest in use of these devices but the 
comment was frequently made that 
before they could be used it was nec- 
essary to make various modifications. 
Because of the diversity of develop- 
ment and manufacturers’ claims con- 
cerning operation of the various 
tape type demand recorders, it was 
agreed the study should be pursued 
further but that preparation of an 
industry standard was undesirable 
and unfeasible at this time. 


Work on MSJ-10 


G. B. M. Robertson, G. J. Yanda 
and L. C. Ramon reported that the 
portions of MSJ-10, Standards for 
Watthour Meters, for which they 
were responsible, had been completed 
and after some further detailed work 
by the NEMA group would be ready 
for letter ballot and publication. At 
present there are no existing out- 
standing controversial issues regard- 
ing MSJ-10. 

The question as to whether the 
preferred ratio of potential trans- 
formers in the 265/460-volt 
should be 2.4 or 2.5 to 1 dis- 
cussed; the indecision resuits from 
the lack of a definite industry stand- 
ard in the preferred voltage. C. L. 
Hockman advised that a _ previous 
questionnaire showed evenly divided 
opinion. It was pointed out that a 
minority of companies either use or 
plan to use this type of equipment. 
It was agreed further effort would 
be made to reach a definite decision. 


class 


Was 


The involved nomenclature used by 
various manufacturers in describing 
the detailed operation of the me- 
chanical demand impulse devices 
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used for revenue metering was de- 
scribed by E. L. Keller. The original 
study was inaugurated in order to 
clarify and eventually simplify the 
nomenclature used by the various 
manufacturers in describing their 
devices. It was also agreed that Mr. 
Keller would undertake a study of 
the new electronic impulse devices 
used in connection with revenue 
metering. 

V. W. Nass said it appeared imprac- 
tical to prepare an industry standard 
for color coding as practiced by a 
minority of the manufacturers and 
then only for certain specialized 
types of transformers. 


Josberger Reports 


F. J. Josberger presented a report 
on the recent activities of the EEI- 
NEMA Joint Committee on Higher 
Secondary and Utilization Voltages. 
This committee has pointed out that 
the 265/460-wye volt system has cer- 
tain advantages for the supply of 
large commercial and_ industrial 
loads; the 240/480-volt single phase 
system has advantages for residen- 
tial loads; and the 240/416-wye volt 
system has advantages for area cov- 
erage of mixed residential, commer- 
cial and industrial loads. The Joint 
Committee has not yet completed its 
final report. 

A. D. Irion described the results of 
tests conducted by Southern Cali- 
fornia Edison Co. with multi-stator 
meters measuring various special- 
ized types of loads. 

F. A. Salmon led a discussion per- 
taining to methods of metering 3- 
phase, 3-wire, 480-volt services. It 
appeared that the majority of com- 
panies represented use potential trans- 
formers rather than 480-volt potential 
coils in the meters. 

Discussion revealed that eight 
companies are now using supersonic 
devices to clean demand registers 
and other equipment. 

E. B. Hicks led a discussion re- 
garding the use of revenue metering 
instrument transformers for other 
purposes in addition to metering. 
The concensus was that burdens re- 
sulting from relays, capacitor con- 
trol, temporary graphic instruments 
and similar devices are not allowed 
by most companies on revenue meter- 
ing instrument transformers. The 
exception arises for high-voltage 
installations where the transformers 
are extremely costly and the burdens 
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normally small, allowing for accu- 
racy compensation if necessary. 

R. B. Swallow announced that the 
revision of the Code for Electricity 
Meters, ASA C-12, was progressing 
quite satisfactorily and reasonably, 
according to schedule. 

J. A. Morris presented a report on 
statistical methods of sample meter 
testing. He said most companies 
were interested in investigating this 
method of testing in an effort to 


render better service and possibly 
reduce costs. He introduced L. H. 
Newman of Ebasco Services, Inc., 


who spoke on the general philosophy 
of sample testing. Mr. Newman said 
there was a variety of sample testing 
plans, all of which were quite satis- 
factory for the purpose used. He 
advocated that details of meter sample 
testing plans be individually designed 
to fit best the needs of the operating 
company and the customer; he 
pointed out, whereas the general 
philosophy of all meter sampling 
plans was identical, the details of 
operation varied materially. 
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The present status of the revision 
of the “Electrical Metermen’s Hand- 
book” was reported by G. A. Palmer, 
the task force chairman. He said 
the present state of development was 
purely exploratory in nature but 
work was progressing quite satisfac- 
torily. The new edition of the “Me- 
termen’s Handbook” will be written 
primarily for the use of the working 
electrical metermen. 

L. J. Beckwith described the effect 
of selective testing on meter depart- 
ment records. 

J. L. Bartholomew sponsored a 
presentation by W. J. Piper pertain- 
ing to the new meter testing facil- 
ities of The Detroit Edison Co. The 
building was converted from an ob- 
solete automobile factory. 

The results of a survey on cost of 
meter testing were presented by F. J. 
Josberger. The study had been re- 
stricted to testing of new single- 
stator meters in the central meter 
shops. These results covered a wide 
range primarily because of difficulty 
in actual comparison. 
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A report on the study of automatic 
meter reading presently being con- 
ducted by the accounting groups was 
presented by J. S. Lineback. To date 
time has not permitted detailed study 
and evaluation of the results, but a 
preliminary survey indicates the an- 
nual cost of meter reading varied 
over a wide range in the United 
States. Mr. Lineback said the prob- 
lem was largely one of economics 
rather than development of a method 
which was technically correct. 

G. B. M. Robertson reported that 
MSJ-5, AEIC-EEI-NEMA Standards 
for Thermal Demand Meters, and 
that MSJ-7, AEIC-EEI-NEMA Stand- 
ards for Watthour Meter Sockets 
were ready for final approval and 
ultimate publication. He said the re- 
vision of MSJ-10, Standards for 
Watthour Meters, was essentially 
complete and merely awaiting some 
further editorial work. 

After considerable discussion on 
technical, round-table questions, the 
committee meeting was adjourned. 





6 Million All-Electric Homes Predicted by 1970 


Y 1970 at least 6 million Americans will be living 
in homes serviced totally by electricity, the Live 
Better Electrically program of EEI has predicted. 

The trend towards complete electric living, E. O. 
George, Chairman of the EEI Sales Division and Vice 
President, The Detroit Edison Co., explained, is due 
largely to the successful demonstration that electric 
house heating is efficient and practical in all climates. 

Mr. George said the interest in electric heat developed 
“a little like the chicken and the egg.”” During the past 
decade, with the advent of the electric range, washer- 
dryers, dishwashers, water heaters and dozens of other 
electrically powered appliances for the home, the con- 
sumer has learned a great deal about the uses of electric 
power. 

In order to acquire the electric miracles that were 
developed for his home, he has had to modernize his 
electric system, he added. As a result, the homeowner 
became curicus about other ways and means of using 
the electric power he could channel so effortlessly into 
his private dwelling. The interest in electric space heat- 
ing, Mr. George said, was a natural development. Actu- 
ally, he thinks public interest has been the prime incen- 
tive in developing the modern electric heating plant. 


To insure further satisfactory results from electric 
heat, Mr. George said, electric utilities have worked 
with manufacturers of electric heating so that equip- 
ment is suitable for all weather requirements. Today 
dependability of electric equipment is assured. 

To be attractive to the consumer electric heat must 
be as competitive as possible but the Live Better Elec- 
trically program points out that it has many advantages 
that help balance the score. One advantage is that elec- 
tric heat units are 100 percent efficient—no waste. 

Today in most areas of the United States, electric 
utilities report that they can offer strong competition to 
other heating fuels. 

In recent months the success of improved methods of 
insulation and special equipment have resulted in the 
opening of the first all-electric housing projects in such 
northerly states as Massachusetts, Connecticut, New 
Jersey and New York, with similar projects planned for 
a number of other New England states. The success of 
electric heat had to be successfully demonstrated in these 
cold climate states, Mr. George said, before home- 
owners would feel that total electric living could 
answer their needs practically and efficiently. 
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OFFICERS 
PEN Oe, aay RINE Se 5 as hs Slab 55nd dito Gia dsr SRG Rw Eaaieb oarew ie ceaw nk Northern States Power Co., Minneapolis, Minn. 
SHERMAN R. KNAPP, Vice President.........ccccccccce So Sansaw aes vadase The Connecticut Light & Power Co., Berlin, Conn. 
EDWIN VENNARD, Vice President and Managing Director............cccccccccccccccccce 750 Third Ave., New York, N. Y. 
Bes ae ee | IN ioe boas wana nosed Sk 6 6k ibis ww Belwacscalen Consolidated Edison Co. of New York, Inc., New York, N. Y. 
A. B. MorGAN, Secretary and Assistant Managing Director..... 0.0.0.0 cece cece ccucccee 750 Third Ave., New York, N. Y. 


(Terms expiring 1960) 


W. C. BECKJoRD, The Cincinnati Gas & Electric Co. W. W. LYNCH, Texas Power & Light Co. 

W. C. BELL, The United Illuminating Co. | L. C. McCLuRKIN, Savannah Electric and Power Co. 
J. F. DAVENPORT, Southern California Edison Co. J. J. McDonouGH, Georgia Power Co 

T. W. DELZELL, Portland General Electric Co. ' ; 


: ° W. B. McGuire, JR., Duke Power Co. 
G. S. DINWIDDIE, New Orleans Public Service Ine. P ATP ; : 
WILLIS GALE, Commonwealth Edison Co. A. R. SCHILLER, Public Service Co. of New Hampshire 
M. L. Kapp, Interstate Power Co. G. W. VAN DERZEE, Wisconsin Electric Power Co. 
W. T. LuCKING, Arizona Public Service Co. J. T. WoLFE, Baltimore Gas and Electric Co. 


(Terms expiring 1961) 


J. K. BusBy, Pennsylvania Power & Light Co. D. S. KENNEDY, Oklahoma Gas and Electric Co. 
D. C. Cook, American Electric Power Co., Inc. E. D. SHERWIN, San Diego Gas & Electric Co. 
E. W. Doesier, Long Island Lighting Co. N. R. SUTHERLAND, Pacific Gas and Electric Co. 
R. R. DUNN, Potomac Electric Power Co. : L. V. Sutton, Carolina Power & Light Co. 
C. E. EBLE, Consolidated Edison Co. of New York, Inc. W. F. Tair, JR., Public Service Electric and Gas Co. 
F. I. FAIRMAN, Kentucky Utilities Co. Nae eRe 7 d age 
) i WILLIAM WEBSTER, New England Electric System 
P. A. FLEGER, Duquesne Light Co. 3 eee d Electri 
D. E. Karn, Consumers Power Co. C. H. WHITMORE, Iowa-lIllinois Gas an ectric Co. 


(Terms expiring 1962) 


E. R. ACKER, Central Hudson Gas & Electric Corp. J. W. McAFEE, Union Electric Co. 
W. L. CisLer, The Detroit Edison Co. H. M. MILLER, Columbus and Southern Ohio Electric Co. 
J. E. CoRETTE, The Montana Power Co. E. M. NAUGHTON, Utah Power & Light Co. 
4 bgP nme ee Gas a ange . . J. L. Rice, Jr., The West Penn Electric Co. 
. T. FITZWATER, Indianapolis Power ight Co. i i i vi 
R. A. Gipson, The Hartford Electric Light Co. H. P. TAYLOR, er cage ay gee Corp. 
R. E. GINNA, Rochester Gas and Electric Corp. O. Titus, Metropoli an " — 
EK. L. LINDSETH, The Cleveland Electric Illuminating Co. D. J. TUEPKER, Public Service Co. of Oklahoma 
D. C. BARNES, Virginia Electric and Power Co. LiL. Moore, New England Electric System 
A. D. BARNEY, The Hartford Electric Light Co. G. C. NEFF, Wisconsin Power and Light Co. 
J. B. BLACK, Pacific Gas and Electric Co. C. E. OAKES, Pennsylvania Power & Light Co. 
HARLLEE BRANCH, JR., The Southern Co. J. S. OsBoRNE, Central & South West Corp. 
H. J. CADWELL, Western Massachusetts Electric Co. HAROLD QUINTON, Southern California Edison Co. 
C. P. CRANE, Baltimore Gas and Electric Co. R. G. RINCLIFFE, Philadelphia Electric Co. 
C. B. DELAFIELD, Consolidated Edison Co. of N. Y., Inc. K. M. Rosinson, The Washington Water Power Co. 
T. G. DIGNAN, Boston Edison Co. W. H. SaMmis, Ohio Edison Co. ; 
EK. H. Dixon, Middle South Utilities, Inc. McGrecor SMITH, Florida Power & Light Co. 
G. M. GapsBy, Utah Power & Light Co. PuHiLip Sporn, American Electric Power Co., Ine. 
D. C. LucE, Public Service Electric and Gas Co. F. M. Tait, The Dayton Power and Light Co. 
G. L. MACGREGOR, Texas Utilities Co. J. B. THOMAS, Texas Electric Service Co. 
EK. J. MACHOLD, Niagara Mohawk Power Corp. E. S. THOMPSON, The West Penn Electric Co. 
P. B. McKEk, Pacific Power & Light Co. ALLEN VAN WYCK, Illinois Power Co. 


E. R. Acker, C. E. Eble, Willis Gale, E. L. Lindseth, WwW. W. Lynch, 
J. W. McAfee, N. R. Sutherland, L. V. Sutton, G. W. Van Derzee 


COMMITTEES OF THE BOARD OF DIRECTORS 


mtownee Fosey, TL. T.; TAN ios iainn iad:0-0018 abd ad ea Re Nees ee The Cleveland Electric Illuminating Co., Cleveland, Ohio 
Management Practices, S. Ls. DRUMM. . 20... .cccccccscecscccecascccsesanesceseseves West Penn Power Co., Greensburg, Pa. 
TS ORE EE OS a er nae Ren ret Trt The West Penn Electric Co., New York, N. Y. 
Policy on Power & Pooling, C. E. OAKES.........ccccecccces ete e cree eeeees Pennsylvania Power & Light Co., Allentown, Pa. 
Ne eee gsewaekerenrnbaeeaad Jersey Central Power & Light Co., Denville, N. J. 
Relations with Educational Institutions, S. R. KNAPP.........--++0+0+000% The Connecticut Light & Power Co., Berlin, Conn. 
Rural Electrification, W. W. LYNCH..... REE an ee Cee re re Texas Power & Light Co., Dallas, Texas 
sree Tae Polsey, TD, Si WaNMMBY ..6.0.< xo <:sine:c:cie\eicieieve.sicseieeisss' 210 60.05 Oklahoma Gas and Electric Co., Oklahoma City, Okla. 


Technical Appraisal Task Force on Nuclear Power, J. F. FAIRMAN. .Consolidated Edison Co. of N. Y., Inc., New York, N. Y. 





(Continued) 


Accounting Division Executive, P. R. LAWSON.....-.ccccccessssccccscncceccseces Pennsylvania Electric Co., Johnstown, Pa. 
Coordinator of Customer Activities Group, D. M. ARNOLD Pennsylvania Power Co., New Castle, Pa. 
Accounting Division Customer Relations, J. B. WHITE, JR. Duquesne Light Co., Pittsburgh, Pa. 
Customer Accounting, R. G. MAAS Wisconsin Electric Power Co., Milwaukee, Wis. 
Customer Collections, M. G. WUEST The Cincinnati Gas & Electric Co., Cincinnati, Ohio 
Coordinator of General Activities Group, G. A. BROWNMILLER The Connecticut Light & Power Co., Berlin, Conn. 
Depreciation Accounting, C. D. DAVIS The Detroit Edison Co., Detroit, Mich. 
General Accounting, M. J. DOAN The Cincinnati Gas & Electric Co., Cincinnati, Ohio 
Internal Auditing, R. W. BrRiGcGs Virginia Electric and Power Co., Richmond, Va. 
Plant Accounting and Property Records, P. D. JOHNSON..........eccsececoees Consolidated Edison Co. of New York, Inc. 
Taxation Accounting, A. G. MAIHOFER The Detroit Edison Co., Detroit, Mich. 
Coordinator of Special Activities Group, W. T. HAMILTON........... The Cleveland Electric Illuminating Co., Cleveland, Ohio 
Accounting Employee Relations, W. E. GRINTER Consumers Power Co., Jackson, Mich. 
Application of Accounting Principles, W. G. CHRISTIE General Public Utilities Corp., New York, N. Y. 
Electronic Accounting Machine Developments, R. E. HARBAUGH Philadelphia Electric Co., Philadelphia, Pa. 
Methods and Procedures, J. P. WILLIAMSON The Toledo Edison Co., Toledo, Ohio 
Uniform System of Accounts, E. H. HEGMANN Duquesne Light Co., Pittsburgh, Pa. 


Customer, Employee and Investor Relations Executive, C. E. OAKES.......Pennsylvania Power & Light Co., Allentown, Pa. 
Customer Relations, KIMBALL JACK The Washington Water Power Co., Spokane, Wash. 
Industrial Relations, W. H. SENYARD Louisiana Power & Light Co., New Orleans, La. 
Investor Relations, W. H. ZIMMER emieat The Cincinnati Gas & Electric Co., Cincinnati, Ohio 


Engineering & Operating Division Executive, W. L. CHADWICK 

Electrical System & Equipment, R. G. MEYERAND........-000 0:00 cseeceeeeeeceeeeesees++Union Electric Co., St. Louis, Mo. 
Hydraulic Power, K. O. STRENGE. The Washington Water Power Co., Spokane, Wash. 
Meter & Service, C. P. STAHL Wisconsin Power and Light Co., Madison, Wis. 
Pramée Movers, T.. O. THOMPSON. 66... .ccesccsccesees Sie Boks Winiehd aiatia ipia aie Wisconsin Electric Power Co., Milwaukee, Wis. 
Transmission & Distribution, H. E. Copy The Cleveland Electric Illuminating Co., Cleveland, Ohio 
Transportation, W. B. STREITLE Rochester Gas and Electric Corp., Rochester, N. Y. 


General Division Executive, P. A. FLEGER Duquesne Light Co., Pittsburgh, Pa. 
Accident Prevention, A. J. NAQUIN........cceceeeceecececeeesseeeesess+eNew Orleans Public Service Inc., New Orleans, La. 
Awards, A. M. WADE....... bac The Connecticut Light & Power Co., Berlin, Conn. 
Electric Power Survey, A. S. GRISWOLD ... ..... The Detroit Edison Co., Detroit, Mich. 
Insurance, R. R. MACKAY, JR Philadelphia Electric Co., Philadelphia, Pa. 
Legal, D. K. KADANE... Scosans ............Long Island Lighting Co., Mineola, N. Y. 
en ee ONOG, 14. T. DIMEBON 6c ntnceesceacscesbe se sb ess one a.d:6 eee eba's Se eyie Boston Edison Co., Boston, Mass. 
Rate Research, K. W. HASBROUCK New York State Electric & Gas Corp., Ithaca, N. Y. 
Research Projects, E. L. HOUGH i Union Electric Co., St. Louis, Mo. 
Statistical, J. L. KENNEDY Rochester Gas and Electric Corp., Rochester, N. Y. 
Technical Exchange for Overseas Visitors, HARVEY BUMGARDNER..........eeeeeeeeees The Detroit Edison Co., Detroit, Mich. 


lan eecaseats me eciiaie. i. OP. GORGE soo aos 56 o aou ode d vibes oicwds cca meses camsiean The Detroit Edison Co., Detroit, Mich. 
NE REM Ry NO a ooo ares avaicnlie ia aw ath eaia laterere lee iow 0.4 (a vee Ois,o16 bees Sais BraTR Alabama Power Co., Birmingham, Ala. 
Commercial Cooking & Water Heating, J. L. BEAVER... 2.000 csccscccccseccccccccecs Metropolitan Edison Co., Reading, Pa. 
Commoreal Taguig, G. J. GUERIN... ..6c2 cen vcceccets ce cees Consolidated Edison Co. of New York, Inc., New York, N. Y. 
Electric Space Heating & Air Conditioning, L. E. BLADES..............00ee/ Arkansas Power & Light Co., Little Rock, Ark. 
Street and Highway Lighting, L. H. LINGEMANN Duquesne Light Co., Pittsburgh, Pa. 
Farm Group, P. R. SCHEPERS Consumers Power Co., Jackson, Mich. 
Farm Development, L. T. WANSLEY Georgia Power Co., Atlanta, Ga. 
een en PIRI 55 ane !6 0 ea5!615.6)4 diese. b/d: «3's pa 6 Sioned avd wraid Kierdiereieaie’s The Toledo Edison Co., Toledo, Ohio 
Industrial Power & Heating Group, P. W. McCorMICK Union Electric Co., St. Louis, Mo. 
Competitive Service, R. W. BASCHNAGEL Rochester Gas and Electric Corp., Rochester, N. Y. 
General Power & Heating, J. H. AHRENS The Hartford Electric Light Co., Hartford, Conn. 
Industrial Sales Methods & Development, A. D. SPILLMAN..........0000eeeeeee Philadelphia Electric Co., Philadelphia, Pa. 
Residential Group, R. G. MACDONALD West Penn Power Co., Greensburg, Pa. 
Home Service, JUDITH O’FLAHERTY Philadelphia Electric Co., Philadelphia, Pa. 
Residential Appliance Promotion, E. J. HURLEY............--+seeeeccccecccececes The Detroit Edison Co., Detroit, Mich. 
Residential Electric Heating & Air Conditioning, J. H. K. SHAN NAHAN, American Electric Power Service Corp., New York, ‘N.Y. 
Residential Lighting Promotion, J. R. W Monongahela Power Co., Fairmont, W. Va. 
Residential Wiring Promotion, J. R. FURBER Northern States Power Co., Minneapolis, Minn. 
Advertising, W. E. PIERCE Commonwealth Edison Co., Chicago, III. 
Area Development, R. P. LEE The Connecticut Light & Power Co., Berlin, Conn. 
Electrical Living Policy, G. W. OUSLER Duquesne Light Co., Pittsburgh, Pa. | 

Market Research, C. W. MEYTROTT ed ee Consolidated Edison Co. of New York, Inc., New York, N. Y. 
Union Electric Co., St. Louis, Mo. 
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